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HOW TO BE TWICE AS LUCKY IN SELLING — see page 22 
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ORMICA in tHe BATHROOM 


Reg. U.S. Pot. Off 


Where to use it how to get it-/ 


Few ideas in the history of building and decorating have so quickly 
captured the hearts of homemakers as the Formica Vanitory.* Here 
is a basic idea conceived in the belief that every home needs beau- 
tiful, durable, usable space around the lavatory. 


The practical use of colorful Formica in an endless number of Vanitory 
variations places no limit on design imagination. 


Hundreds of skilled specialists in the fabrication of Formica are ready 
the country over to build to your specifications a single unit or dozens 
of Formica Vanitories. Look under ‘‘Plastics’’ in your classified phone 
book. If you fail to find a Formica Fabricator listed, write us for 
recommendation. 


? Beauty Bonded 
You will want a copy of the colorful td 


idea folder titled, ‘‘What's New in 

the Bathroom." It's yours for the 

asking. Write Formica, 4559 Spring _ peg fees prcaree 
Grove Ave., Cincinnati 32, Ohio. < 


"Trade Mark 


IMlustrated Vanitory Fabricated by 


Beautility Corporation, Ch 


cago, 








4 REASONS WHY FORMICA is your BEST BUY! Sra.) “JUST AS GOOD" 


Only genuine 
Beauty Bonded 
Formica hos 


Newest 
ond lo 


selecti 


gest 
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Clear, clean, 


a 


IS 


A FABLE. LOOK FOR 


~ - THE LABEL. INSIST 
Super-smooth blemish Thirty-seven years gZ ON GENUINE 
unclouding color free cobinet moker's continuous produc 7 BEAUTY BONDED 
potterns with . . finish from... experience FORMICA. 





There’s a Reason for the 


Growing Popularity of BRIGGS 
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More Builders ... More Plumbers . .. More Home Owners 


Prefer Briggs Fixtures than Ever Before! 


1950 was the greatest year in Briggs’ history. Despite 
stepped-up production it was impossible to meet the 
unprecedented demand. 

Year after year, the popularity of Briggs Beautyware 
has been steadily growing with builders, plumbers and 
home owners everywhere. There are, of course, good 
reasons for this acceptance. For example, Briggs 
fixtures are sturdily built for long-lasting depend- 
ability, yet all unnecessary dead weight has been 
eliminated to simplify installation. 

They are available in four beautiful pastel colors 
costing only 10 % more than white, when purchased 


BRIGGS MANUFACTURING COMPANY « 


3001 MILLER AVENUE « 


in complete sets. They offer many saleable features such 
as the safety bottom bathtub, large capacity lavatory 
and quiet flush closet —all stain-proof an sdiéecisleg, 


For the second time in as many years, Briggs Beauty- 

ware was honored by the American Society of Industrial 

Engineers with the Merit Award. This award is granted 
for leadership in research, engineering, design 
and manufacture. 
As the only manufacturer in this field to be so 
honored, the award is a testimonial to the quality 
of Briggs products and the achievement of the 
Briggs organization. Of this we are proud. 


DETROIT 11, MICHIGAN 








HOW MANY 


homes like this can YOU sell? 





REALTOR! Here’s your BEST sales opportunity... 


If you have more buyers than homes . . . if you accepted for FHA and GI financing. 
know you can sell low-priced homes that are You and your builder can team up for profitable 
ready for occupancy — then here’s a real oppor- building and selling of BEST homes. Dozens of 
tunity! BEST homes are now being delivered realtors are doing this now securing BEST 
within a 500-mile radius of Peoria, Illinois. Two- homes on an exclusive franchise. It’s a sure way 
bedroom and three-bedroom sizes are available to make volume sales while avoiding building 
with a choice of elevations. They're priced and financing headaches. Write, wire or phone 
from about $7,000 . . A.F. of L. built ‘% for full details now! 


Powerful newspaper advertisements, radio , ™ BEST homes’ low down-payments and 
copy and beautiful hand-out literature ‘ = low monthly cost gives you the sure-fire 
help you sell more BEST homes es ae be sales argument of payments less than rent! 


Thousands of BEST homes have proven wis ear ee BEST homes have automatic oil furnace, 
themselves already — BEST dealers have Bes } nationally-known sink and kitchen cabi- 
tripled in the past 2 years. There's sales ieee rs nets, “Kentile” floors . « can be built 
magic in the name “BEST”! with or without basement 


Member Prefabricated Home Manufacturing Institute 


et and National Association of Home Builders 


BEST HOMES, INC. © 628 W. LAKE STREET © PEORIA, ILLINOIS 
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® This is the kitchen of the home built by Weller Brothers for 
Mrs. Lloyd Gastian. Like so many other homemakers, she prefers 
an Electric Range, because it’s so convenient and dependable. 


@ During the past year, the Weller Brothers have built 20 custom- 
built houses, and nearly as many more ona speculative basis. The 
one shown at left includes, with its other electrical conveniences, 


an automatic Electric Range. 


@ “Whenever possible, our homes include Electric Ranges along with other 
electrical equipment, under a package mortgage plan,” says Mr. Weller. “We 
find sales much easier that way, and the customer is satisfied not only when he 
moves in, but remains that way for years.” 

Electric range cooking is a real selling feature, because it’s clean, cool, 
economical and fully automatic. 

Are you giving your home buyers what they want—automatic Electric Ranges? 

ELECTRIC RANGE SECTION, Netional Electrical Manut 8 Associati 
155 Eost 44th Street, New York 17, N.Y. 


ADMIRAL «+ COOLERATOR + CROSLEY + DEEPFREEZE + FRIGIDAIRE + GENERAL ELECTRIC « GIBSON 
HOTPOINT + KELVINATOR + LEDO + MONARCH + NORGE + PHILCO «+ UNIVERSAL + WESTINGHOUSE 
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American-Stardard 


First im heating...first in plumbing 





for truly modern 


ge a , heating... 


SMARTLY STYLED BASEBOARD RADIANT PANELS 
by American-Standard lend themselves perfectly 


to the modern trend of functional design. The 

smoothly finished cast iron panels take the place = - 

of ordinary wood baseboard and become an in- = / 
tegral part of the room construction. In this in- : : 

stallation, Type RC Baseboard Radiant Panels by — 4 


American-Standard not only afford comfortable 


warmth but actually add to the decorative effect 
of the built-in book shelves. 


EXTENDING LESS THAN ONE INCH FROM THE WALL, 
these American-Standard Baseboard Radiant Panels 
are real space savers. Not only is the heating equip- 
ment out of the way, but the normally cold space 
along outside walls is comfortably heated, even in 
extreme weather. Baseboard Radiant Panels are 
easy to install in modernization jobs as well as in 
new construction. Shown here is a modernization 
job in which Type RC Baseboard Radiant Panels 
by American-Standard helped to convert an old 
garage into a beautiful, comtertable living room. 
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UNIFORM WARMTH AND COMFORT are 
assured throughout the room when Base- 
board Radiant Panels by American- 
Standard are installed. Baseboard Radiant 
Panels blanket the entire room with even, 
constant heat. There are no lags or cold 
spots. American-Standard Baseboard Ra- 
diant Panels completely solve the trouble- 
some heating problems in buildings where 
large areas of glass are used. Type R 
Baseboard Radiant Panels are installed 
in this new home. 











| 


CHILL-CHASING BASEBOARD RADIANT PANELS 
by MERICAN- Standard 


TYPE R PANEL, offering radiant FREE LITERATURE: If you would like further in- 
C) heat, has a smooth, smartly plain formation about American-Standard Baseboard 
frent. Made in ene end two-fest Radiant Panels, contact the American-Standard 
~*t * sales office serving you and ask for a free copy of 
sections. External dimensions: 8 Form No. 736, which describes installation prac 
inches high, 2 inches thick. (Same tice, or Form No. 773, which illustrates varied ap- 
sizes as Type RC). plications of Baseboard Radiant Panels in homes. 
‘et TYPE RC PANEL hos slotted 


openings near the top and an 
array of fins in the back, permit- LOOK FOR TH MARK OF WERIT 





ting combined advantages of both 
radiant and convected heat from 
the same ponel. 


American Radiator & Standard Sanitary Corp., P. O. Box 1226, Pittsburgh 30, Pa. 


wng home amd mdusty 


TROIT BRICA R * KEWANE 
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1) 
Here’s Mrs. Duffy telling her neighbor. Mrs. Coment. that 


Later: “Actually, Mr. Oman, shi. c-1 
their builder, Mr. Oman. had telephoned and asked whether he Kitchen-Laundrv sold us on the house save ‘Niece 
could call to discuss her reactions to the all-electric kitchen 


. said Duffy. “For instance. this G-F Disposall.” It 
he believed such information from people in’ the development 


s taken 
the ¢ irbage pr r»blem right out of my life. Its wonder- 
would be invaluable in planning his future homes 


ful just to wash food scraps away! 


Avett 


eae 

¥ 
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“I’m more enthusiastic than ever about my G-l 
Dishwasher 


“Another point about :1\ 6-F Kitchen. This range 
vo is terrific, Vr. Oman. It heats up so fast. and the 


I really don't know what it would be like to oven hag 
back to washing dishes by hand. and | dont want to know 


such even heat! | don't have to think anv more about he 
does a wonderful ! rb! My classes are so sparkling ‘ le an" 


my foods are going to turn out! They're always perfect! 
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Kitchen Laundry 
us on the house: 


4 


Builder Arthur Oman calls on Mrs. E. N. Duffy of Weymouth 
Heights, Mass., to find out what she particularly likes 
about the house she purchased from him last year. 


a honestly think this G-F Automatic Washer is the 
best in the world. | do other tasks without worrying about 
the operations. My clothes come out so clean and damp-dry 


Why. Lean iron many of them immediately if | want tow 


“Thanks, Mr. Oman, for selling me a house which 
included all these fine applianees at a time when they could 
be pul into my mortgage at suc h low additional cost. All my 


friends wish they had a G-E Kitchen for only $3.50 a month!” 


“It’s amazing to me, Mr. Oman. to see all the food 
that ean be stored in the G-E Refrigerator. and it’s se easy 
to keep everything in place. | urthermore, it's a thoroughly 
dependable refrigerator.” 


Last Y@or Mr. Arthur Oman 
put up 125 houses and equipped 
each one with a G-E Kitchen- 
Laundry. He sold 125 houses 
within 10 days! 

He says: “These houses were a 
good buy m every way Im as 
sold on the G-E Kitchen-Laundry 
in new homes as much as Mrs 
Duffy is! 

Home Bureau, General Electric 


Company, Bridgeport 2. Conn. 


You can put your confidence in— 


GENERAL @@) ELECTRIC 
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“PERFECT HOME MAGAZINE IS THE FINEST 
INSTITUTIONAL ADVERTISING MEDIUM WE 
HAVE EVER USED,” 


Says North Carolina Realtor-Builder 


Lex Marsh, president of the Marsh Realty Company, was the first president of the Charlotte 

ome Builders Association and the Charlotte Multiple Listing Bureau. A past president of the 
Charlotte Real Estate Board, Mr. Marsh is a director of the local Chamber of Commerce, mem- 
ber of the Mortgage Bankers Association of America, and for many years has been a director of 
the National Association of Home Builders. He has been in the general real estate business for 
more than 25 years, specializing in subdivision development, home building, and mortgage loans. 


Tt years ago we were offered the opportunity of sponsoring Perfect Home 
Magazine in our city,” says Lex Marsh, president of Marsh Realty Company, 
Charlotte, North Carolina. “After careful consideration we were so thoroughly 
sold on its potential value that we doubled the proposed circulation. The 
magazine is now being sent to virtually every professional office in Charlotte. 

“Every week we have requests from individuals and firms asking that their 
names be added to our mailing list. We feel that Perfect Home is the finest 
institutional advertising medium we have ever used.” 

We take sincere pleasure in passing along to you Mr. Marsh’s plaudits. His 
enthusiasm for Pertect Home Magazine is shared by leading real estate, home 
building, and home financing organizations the nation over. 

Perfect Home is edited for leaders as a community force — a messenger of 
goodwill. Not only does it promote the “home idea” but it is also designed to 
connote quality, fair dealing, high ethics, and a thorough knowledge of what 
is new in home design, construction, equipment, and decoration. Thus it builds 
prestige, goodwill, public confidence. 

Such quality and interest in a house publication would ordinarily be within 
the reach of only the largest organizations. But through the Perfect Home 
Plan, editorial and other preparation costs are shared among users throughout 
the nation. Local reproduction and mailing cost are in turn spread among the 
selected, reliable, local building factors who benefit from it. Thus costs to each 
participant are nominal. 

A limited number of exclusive, annual, renewable franchises for Perfect 
Home Magazine are available in certain communities to real estate, home 
building, or home financing organizations of unusually high qualifications. 

If interested address your inquiry to 


PERFEUT 
HOWE e\ 


STAMATS PUBLISHING COMPANY 


CEDAR RAPIDS, IOWA 





Build m brtea Beauly Crtta Pebuc 
with Z¢fetime NEVAMAR 


pe. ts 


J N today’s building or remodeling operations, enduring beauty 

N EVAM AR and sound construction are qualities you can easily achieve with 
NEVAMAR. This high-pressure laminate has withstood every 
laboratory and use test to which it has been subjected. It assures 
a maintenance-free service . . . never needs painting or refinish- 
ing. Use it on every type of surface . . . on wall paneling as well 
as built-in fixtures and furniture. NEVAMAR offers a wide range 
of decorator colors and original patterns, suitable for the home 
and commercial applications alike. Get all the facts about 
NEVAMAR now and see how readily it solves your surfacing 
problems. 


The Ideal Surfacing Material For: 


Dinette Sets Fountains Telephone Booths 
és Sink Tops Booths Cocktail Tables 
Y ‘3 

NEVAMAR high- [= Work Tables Wall Paneling Cabinet Tops 


pressure laminates R t i Desk T. 
ince, tc aaa Sy, estaurant Tables Wainscoting ops 


specifications. at Bar Tops & Fronts Doors Store Fixtures 


Counter Tops Elevators Beauty Salons 
—— For This 
1s ree Booklet 
pac 


\ “yy — Inactual full-color SOLE DISTRIBUTORS: THE NEVAMAR COMPANY, BALTIMORE-30, MD. 
mE, 











photographs, 


you'll see many 

of the applications Whe NATI 0) N Al Y he ie la YI 

Ras 4 ney 
‘VAMAR is 

suited. It's yours Manufacturers of Nevamar High-Pressure Laminates- SARAN FILAMENTS . Wynene Molded Products 


for the asking. ODENTON, MARYLAND «+ NEW YORK: EMPIRE STATE BUILDING + LOS ANGELES. 2252 EAST 37" STREET 
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Photographs by Rodney McCay Morgen 


ee MIT ARY HOUSING 


will you 
be building 
in the next 


few months 
LOW COST HOUSING 








od ’ PP ? 
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AMERICAN HOUSES inc. 








ar 











"165 West 46th Street, New York 19, N.Y. 


| 


Flexibility—the ability to move quickly into any type of 
building operation — is of paramount importance to 
today’s builders. 


No one knows exactly what the building situation may 
be. You may want to build low-cost housing, medium- 
priced housing, high-priced housing. You may want to 
build barracks, warehouses, grain bins or other special 
purpose buildings. You may want to build apartments, 
duplexes or single houses, one-story or two-story. 


No matter what type of building you do, you can get the 


for Themselves” describes and 
ag illustrates the use of American 
apesnsess Houses’ product in many different 
types of building. Use the coupon 
at right to get your free copy. 


PLANTS: Allentown, Pa.—Lumberton, N. C.—Cookeville, Tenn. 


greatest degree of flexibility by using the product of 
American Houses, Inc. Shown on these pages are typical 


examples of construction by American Houses’ customers. 


American Houses, Inc. was founded in 1932. It has pro- 
duced more prefabricated dwelling units than any other 
manufacturer in America. 


What American Houses, Inc. offers you is unique—a de- 
sign and prefabrication service, backed up with on-the- 
job assistance by a sales and field service staff. We are 


now shipping to most areas east of the Mississippi. 


AMERICAN HOUSES, INC. 
165 W. 46th Street, New York 19, N. Y. 


Please send me your new booklet 
“Results Speak for Themselves.” 


Name_ 





Address 





City 








Memo to Receptionists 
By VINCENT P. BRADLEY 


Trenton, New Jersey 


OU are the front women. You meet the customer, 

client, and general public first. Frequently, the 
pleasant, lasting, convincing impressions you give 
our patrons make or break us in our subsequent trans- 
actions. 

You sell or unsell us in the way you greet our call- 
ers, write our letters, supply information, and handle 
many of the details of a busy real estate office. 

These fundamental but very important character- 
istics of yours form the foundation of your ability. 
Without that, you are of very little value to us or to 
anyone. 

Poise is so important. It builds confidence in others 
toward the firm. If you have poise, charm of manner 
comes easy and the welcoming smile is genuine and 
instantaneous. The way you smile chases sensitive- 
ness from a caller in person or on the phone. It’s just 
as easy to puta smile in your voice as on your face. 

The public wants service . . . and quick. They de 

test talking to an indecisive person. Be definite. Be 
helpful, even though you may be empty-handed. If 
the boss is out or in conference, offer to call him or 
someone else. If the caller wants to wait, be sure he 
has some new magazines to read. 

Appearance is of great importance also. Good sen 
sible grooming, appropriate for office work plus good 
color blending in your wardrobe can be a great asset 
to your boss. 

Cultivate your voice so that it has pleasing tones 


and inflections. Voices and memory of pleasant tones 
last longer, go deeper, and sell more thoroughly than 
the best cosmetics and costliest hair rinses. 

When answering the phone, never start the con- 
versation by saying, “hello.” Begin with a greeting 
such as, “good morning,” and then give the firm 
name or your own name . . . depending on the policy 
prevailing in your firm. A caller is put at ease sooner 
if he knows your name and he will usually be more 
willing to disclose his identity and purpose of his call. 

Remember that you are selling yourself, and your 
firm in every word you say over the phone. So be 
most careful how you say what you say. Loads of 
eagerness and willingness to serve should be your 
theme. 

The courtesy you extend to clients should be the 
same courtesy you extend to every one of your fellow 
workers. Gossiping about your fellow employees is a 
disloyal service to your employer and does an injus- 
tice to both yourself and the person about whom you 
gossip. 

If you cannot speak well of your employer at all 
times, quit and find work with someone else about 
whom you can speak well at all times . . . when you 
cannot find this Kind of an employer, go to work for 
yourself and then talk about yourself all you wish. 

All of the business of your office and transactions 
you witness belong solely to the confines of your of- 
fice. You are not on the level with your employer 
when you discuss confidential business matters with 
anyone outside the office . . . including your family. 

Remember that you play an impressive part in the 
acquisition of a home by many people. You are at 
work daily selling happiness, security, utility, and 

(Please turn to page 16) 


These Homeowners Enjoy Warm Comfort 
3 Hours Faster than Usual! 





ZONOLITE® CONCRETE INSULATES FLOORS AS NOTHING ELSE CAN! 


Two severe winters have convinced Mr. 
A. Olesen, President of Mountain View 
Homes, Inc. that radiant heating coils 
over Zonolite concrete provide warm 
comfort in a cold home at least three 
hours faster than ordinary concrete would 
allow! Zonolite insulating concrete has 
a low heat capacity which eliminates 
“over-ride” and “heat lag.” 


Basementless homes with Zonolite 
insulating concrete floors are always 
warmer,dryer,more comfortable. Because 
it has 16 times the insulating efficiency of 
ordinary concrete, Zonolite concrete 
blocks condensation prevents moisture 
collecting on ground level floors, stops 
heat loss into ground. 


14 


Another plus value in these homes is 
the Zonolite wall and ceiling plaster. It 
gives homeowners 4 times the fire safety 
of ordinary sand plaster . . . plus greater 
insulation against the passage of sound 
and heat. 


ZONOLITE COMPANY, Dept. NRJ-51 


135 S. LaSalle St., Chicago 3, Illinois 


20 


weniiieganes 


WRITE TODAY! 
For the full story of 
better building, 
with Zonolite light- 
weight vermiculite 
aggregates. 


May, 1951 — Nationa. 


Mountain View Homes, in Glen View, Newington, 
Conn., have radiant heat Zonolite concrete floor 
slab, Zonolite plaster and Zonolite Insulating Fill. 
ZONOLITE COMPANY, Dept. NRJ-31 
135 S. LaSalle St., Chicago 3, Illinois ‘ 
I'd like to learn more about Zonolite. Rush me details 
on the products I have checked: ' 
——Zonolite Insulating Concrete Aggregate ' 
——Zonolite Plaster Aggregate a 
i ' 

a 

' 

' 


- 
' 
‘ 
+ 
' 
' 
‘ 
' 
' 


Zonolite Insulating Fill. 
s Name.. 

§ Address. 

: City.. 


-Zone. 
weeeeeeee sees sseenesaasaanaaee 
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How to Catch an Eye 


(and/or) a Sale 


Whether you're designing a house for an 
individual owner—or building houses to sell— 
a sure way to catch a prospective owner's 
approving eye is to use Curtis Woodwork. More 
plainly than in words, Curtis Woodwork says: 
“This is a quality house built for a lifetime 











A Curtis entrance design which 
recalls many doorways to be 
found in the New England area. 
The entablature with its bowed 
face, dentil course, and pilaster 
beading, all contribute to the 
beauty of an entrance that is 
suitable for most any type 
home. Curtis Entrance C-1730 
—Door C-1040. 


This Curtis mantel fits gracefully into a tradi- 
tional or modern interior. It is pictured here in 
a beautiful Ranch Style home. Curtis mantels, 
like all Curtis Woodwork, are made with the 
skilled craftsmanship used for fine furniture, 
This is Curtis Design C-6055 — one of several 
styles, 


Curtis makes a complete line of architectural 


woodwork and kitchen cabinets for the modern 


home. Make your next house “all Curtis.” 


of comfortable, happy living.” Yet Curtis’ large 
production of Architectural Woodwork 
enables you to get this effect at very reasonable 
cost. For instance— 





Formal and dignified is this very beautiful Curtis 
cabinet —often used in pairs as here. It is made for 
corner use only and is shipped completely assembled. 
This is Design C-6505. Curtis makes cabinets in all 
styles and sizes and priced to meet every budget. 


You'll want illustrated literature 
describing Curtis Woodwork and 


Silentite Windows for your files. 1866 
Just mail the coupon! > T! RT | S 
WOODWORK 


Curtis Companies Service Bureau 
RJ-SW Curtis Building 


Clinton, lowa 


Gentlemen: Please send me literature on Curtis 
Architectural Woodwork. 


Iam ( ) Architect ( ) Contractor ( ) Prospective 
Home Builder ( ) Student. (Please check above.) 


Name 
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FOR PERMANENCE WITH 
MINIMUM MAINTENANCE 


AT LOWEST COST... 
6 


spect 
alu@mndm 


Lowest in price of all rustproof metals, aluminum 
has additional superiorities important to all realty 
investment. Aluminum is non-staining the 
years merely “weather” it to greater beauty, with 
no need for protective painting. And aluminum’s 
capacity to reflect up to 95% of radiant heat makes 
it excellent insulation, either as roofing and siding 
or inside walls and attic. For the latter applica- 
tions, Reynolds Aluminum Reflective Insulation 
also provides maximum vapor barrier protection. 
Reynolds Metals Company, Building Products Sec 


tion, Louisville 1, Ky. 








REYNOLDS Lifetime ALUMINUM GUTTERS AND DOWNSPOUTS 


FLASHING + ROOFING ACCESSORIES + NAILS 





INDUSTRIAL C ATED + WEAT ARD SIDING 


5-V CRIMP AND CORRUGATED ROOFING AND SIDING 


REYNOLDS ALUMINUM WINDOWS 
Residential Casement, Double-Hung, Fixed and Picture 


REYNOLDS ALUMINUM REFLECTIVE INSULATION 


Aluminum is required for planes and other military needs. 
Production on some of the above items continues but in 
limited amount. Expanding cluminum capacity promises 
increased supply. 


wp You Ste RUST 
you Know i's NOT 
ALUMINUM 


REYNOLDS 
[ifetime ALUMINUM 
BUILDING PRODUCTS 


REYNOLDS ALUMINUM 


ee = MAIL THIS COUPON om oe oe oe oe oe oy 
Reynolds Metals Company, s | 
Building Products Section, 
2016 South Ninth St., Louisville 1, Ky. 

From the listing above, | am particularly interested in the 
following products. Please send complete information. 


Name. 

Company. 

Address__ 

City we Zone State 


16 May, 1951 


| one of the finest of all arts. It takes time to « 


Receptionists 


(Continued from page 14) 


social position that home buyers get when they buy 
through your office. 

When you have a part in the sale of property, it is 
not only the commission earned, through which you 
are paid your salary, that is important but rather the 
effect the sale has on the lives of the individuals con 


nected with the purchase. 


You play a far more important part in the work 
done by realtors than you think. You are selling en 


| during things, not something that wears out in a few 


weeks or goes out of stvle in a year or so You are not 
in a “fad” business, but a permanent one 


“Leadership” Selling 


By BRUCE McCOLLUM 
Oakland, California 


OU can really sell best by not “selling.” , 
This appears to be a contradiction on first “— 
but it is well known that there is a fundamental dif 


| ference between giving clients a chance to buy and 


talking them into a “purchase” they don’t want. _ 
Buyers want the thrill of buying . the experi 


ence of exercising their own judgment. The success 
| ful salesman knows this and confines his talents to 


guiding prospects to buy wisely. 

This “leadership” in selling is an art. . . poe 
evelop, 
there’s a lot to learn. But the results you can achieve 
make the effort seem nominal. 

In all your contacts try to make people see a truth 
without seeming obtrusive . . . lead without forcing 

. offer information without bias . . . educate with 
out obviously assuming the role of an educator . . 
learn the importance of developing a “light touch” 


| in selling. 


The unsuccessful salesman is puzzled over the fact 
that the more obviously he presses his case, the more 
he succeeds in driving buyers from him. This sales 
man does not know that in salesmanship, as in phys- 
ics, resistance 1s proportionate to pressure. 

By doing most of the talking, clients build results 
of their own making and they feel the responsibility 
to accept them. Most buyers need more self-confi 
dence so radiate an attitude that makes them feel 
more important. 

A salesman who can successfully awaken hesitant 
people to greater realization of their importance not 
only intensifies their desire to buy but also lifts their 
energies to greater freedom of self esteem. 

Helping other people recognize their importance 
but at the same time allowing your own rights to be 
neglected is surely as foolish as throwing your money 
to the four winds and then wondering where it has 
gone. 

A sense of mutuality is the successful salesman’s 
wide. Every act must benefit both parties . . . one 
land idealism cannot stand. 

In business relations, there is an inherent law of 
“mutual returns.” Selfish hogging of all the values 
for yourself and, conversely, completely forgetting 
yourself in the unselfish service to others, are two 
equally futile extremes. Where self interest and un 
selfish service meet in cooperative balance, there is 
the center of success. 
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NATIONAL HOMES 
DEALERSHIPS 


offer GOOD Business Opportunities 
some territories Now Open 


By becoming a National Homes dealer you can be assured of having a 
steady supply of houses to erect. 


You will combat rising costs by the advantages of our mass buying, 


streamlined production methods and the need for less field labor. 


You will be supplying quality low-cost homes to thrifty families with 


savings to invest — an ever-increasing market further enhanced by a 


million dollar national advertising and promotion program over the past 


few years. 
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Send 25¢ and get the Complete 
Story about NATIONAL Homes 


In order that you may be fully 
acquainted with the complete story 
of National Homes, we have pre- 
pared a big 64-page ‘Your National 
Home Magazine” which will an- 
swer every question about our 
homes and our organization. Get 
the facts about our production, 
distribution, and variety of plans 
and designs. 


Corporation « Lafayette, Ind. 
EASTERN PLANT - HORSEHEADS, N.Y. 








board! And no wonder... 

Advantages home buyers want; advantages ga- 
lorethat’s what you give them with SHEET- 
ROCK. Easy decoration, strength, fire protection, 
thrifty application, quick occupancy —these are 
only a few. There are many more! 

See your U.S.G. representative and discover for 
yourself how this superior gypsum wallboard 


can make your homes more saleable. 


*T. M. Reg U.S. Pat. Off 


SHEETROCK endures a “housetime” 


United State 


|=| THE OUTSIDE CAUGHT THEIR EYE... 


They went bidet 


Yes, homes can be sold from the inside—when 
walls and ceilings are SHEETROCK* Gypsum Wall- 


SHEETROCK fights fire 


SHEETROCK means early occupancy 


s G ypsum There’s only ONE 





For Building « For Industry SHEETROCK 


© Roofing © Paint FIREPROOF GYPSUM WALLBOARD 
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The Washington Column 


Washington, D.C There's a lot of speculation 
about what effect NPA’s new controls on $35,000 
and-up houses and big apartment buildings will have 
on this year’s housing market. Some operative build 
ers were turning to higher-priced homes, believing 
that they would feel less effect from Regulation X in 
the luxury bracket. As of now, builders will have to 
get approval from NPA before they can start luxury 
homes or apartment houses larger than three stories 
and basement. 


. * . 


Controls can be expected to tighten up even more 
on the use of structural steel. . . . That $500,000 slash 
in the BLS budget for fiscal year 1952 would wipe 
out its reporting system of new starts, prices, etc. The 
Senate is expected to restore much of the cut. 
Aluminum window manufacturers are fighting an 
outright ban on use of aluminum for windows, say 
ing the factories will gather dust with no defense 
orders in sight. 


. . . 


Here's one yardstick on the effect of controls: Total 
units covered by applications for FHA insurance on 
new home and project mortgages during March num 
bered less than half those during March of last year 
For the first three months of the year, total applic a 
tions were less than a third of the total for the first 
three months of 1950. In March, some 93.000 new 
homes were started. That was 20% below the super 
high level of March, 1950, but 35% above the March 
starts of 1949 


The Defense Production Act of 1950 ends June 30 
Administration forces are trying not only to extend 
the control powers for at least another year, but also 
greatly enlarge them. The expansionist drive will 
mainly be in the areas of price, wage, and credit 
controls. Power will be requested to reinstitute federal 
rent control irrespective of previous local action or 
future local attitudes. Also, power to increase bank 
reserve requirements will be requested by the Federal 
Reserve Board. Watch for the joint Senate-House 
Watchdog Committee to give the whole mobilization 
effort a thorough going-over 


Used homes instead of new homes will be most 
popular with buyers this year, according to findings 
by the Federal Reserve Board in its sixth annual sur 
vey of consumer finances and buying plans. Regula 
tion X was a big factor in the switch 


FHA powers to authorize rental increases, in rents 
on apartments whose mortgages it has insured, were 
upheld recently in New Jersey. A test case to collect 
$5.50 in back rent, the amount of the FHA approved 
increase. was heard by the Bergen County District 
Court. Claim of the Cedar Holding Corporation was 
upheld 

NPA and Department of Commerce will conduct 
educational meetings in 20 principal industrial cen 
ters on how the Controlled Materials Plan will work 
when it is activated July 1 
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This heating unit sells 
more /iving room 


A truly great space saver like the Bryant 
ys } ) 





Hide-away Gas Forced-Air Furnace adds 
real value and appeal to a house. It can 
be tucked away in the attic or suspended 
from ceiling or under the floor, releasing 
Bryant Model $24 Forced-Air Furnace, for storage, utility or diving all the valu- 


with Hevigage 12-gauge steel heat ex- 
changer. For all gases. A.G.A, inputs : 65, able space usually occupied by conven- 


85, 100 and 125 thousand Btu per hour. 
tional heating equipment! 

The Hide-away offers typical Bryant 
dependability and gas economy, with 
positive automatic control. Casing tem- 
peratures are low. Installation-wise, you 
get ease of handling, and structural steel 
mounting channels provided can also be 
used to suspend the unit when it is so 


installed. 





Plan more living space and _ better 
heating for your homes at the same 
time. Plan to use the Bryant Hide- 
away Forced-Air Furnace! For com- 
plete details, contact the Bryant Dis- 
tributor nearest you or write direct. 
Bryant Heater Division, Dept. 132, Af- 
filiated Gas Equipment, Inc.. 17825 
St. Clair Avenue, Cleveland 10, Ohio. 
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THE MEN AND THE BOYS ececececeeeceeeeeeeveeeeeeeeeeee 


_ tide is fast approaching the shore. For the past several 
years the real estate and home building industry, along with 
most every other kind of business, has been riding a wave of sell 
ing prosperity. And this wave hasn't been deterred to any very 
serious eat by controls, restrictions, red tape usual govern 
ment interference. 

During the postwar period with its accompanying clamor for 
housing. our industry built and sold millions of homes, helped 
raise the number of the nation’s home owners in the past decade 
by 71%. 

Now, because demand has softened and control after control has 
been heaped on us, we're faced with the problem of who is going 
to adjust to realistic conditions . . . who is going to sink or swim. 

The government's Regulation X, meant to cut down the build 
ing pace, already has taken some toll of housing. January and 
February starts this year were up over last year, but the March, 
1951 total of 93,000 dipped below the 117,000 of last March. 

The National Production Authority has dropped some rocks in 
the pool, too, with its clamp-down on luxury homes, apartments, 
ind the use of copper, aluminum, steel. Now we must look forward 
to more restrictions when the Controlled Materials Plan goes into 
effect July 1 

Meanwhile, the Wage Stabilization Board has become a wage 
increase board. finding one excuse after another to approve pay 
boosts that are illegal under present regulations. That kind of 
seaweed is going to clog our plans of keeping prices down within 
reach of a more selective, dollar-conscious demand. 

And now troubles in mortgage financing enter the picture 
You'll read on page 29 this month about large life insurance com 
panies and savings banks dropping out of the mortgage market be 
cause the Federal Reserve Board has stopped pegging the price of 
government bonds. Now the Board wants to require banks to keep 
bigger reserves if they increase their loans outstanding . . . another 
device to put a brake on bank lending. 

All of these controls. along with talk of commercial rent lids 
and reimposition of complete residential rent ceilings, are going 
to puzzle even the most astute real estate builder as he tries to plan 
ahead. He'll have his share of discouragements as he maps out a 
building and selling program only to find that yesterday's direc 
tive from Washington has been amended. 

Certainly the market is getting tougher, but we’ve been through 
this sort of thing before, the only difference being that the names 
of the government agencies have been changed. It’s actually a 
screening process to separate the men from the boys. 

The outlook can be bright for those who know how to face this 
kind of market and who, during days of easy sales, took time to 
build a firm foundation of public confidence in their ability and 
way of doing business. 

This kind of market requires going back to selling again . . . that 
old-fashioned kind of down-to-earth selling trimmed with new 

Publisher ideas. It means planning and equipping our houses more intelli 
Herpert S. STAMATS gently. It means getting out from behind our desks and ringing 
Editor and Business Manager doorbells. It means telling more people in fresh, new, heart-warm 

Raps H, Cusmanrs ing ways about the “gence we have to sell . . . home. 

We'll have to study our market more closely and put our imagi 
nation to work . . . discover what people want nd then provide 
it at a price they can afford. This may mean that more of us will 
be building houses to rent rather than to sell so that we can lick 
federal controls on downpayments. 

Editorial Assistant: Dorothy Quinn And as we go, we must remember to build the respect, good 

Tax Editor: Bert V. Tornborgh will. and confidence of those with whom we deal — the kind of 

Legal Editor: George F. Anderson . oe ° “ 
Seianeiithdanintstieaain tihiniiien: diene insurance we all need for future success — the kind of insurance 
George Bacon and Vivian Ives, assistants that in the last analysis will separate the men from the boys. 
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i pty many of us really believe 

in “luck” in the real estate 
business? Lots of people do. But 
hasn't it been your observation 
that the fellow who believes in 
luck is always the fellow who isn’t 
having any? The unsuccessful 
salesman just fas to believe in 
luck; how else can he explain to his 
wife and to his office the unusual 
success some other salesman is hav 
ing? Sure, it’s easy to say the other 
fellow is “lucky,” especially when 
we see him enjoying the fruits of 


Are you worshipping at the feet of Lady Luck or are you chucking 
her under the chin and saying, ‘‘Let’s make something happen?” 
You can double your luck if you apply six basic selling rules — 
twice as often. Drive toward your sale, keep up your momentum, 
and then shift into the right gear to close. Our author, sales man- 
ager of a large real estate and home building organization, gives 
a brass tacks analysis of the kind of selling needed to be lucky 
and profitable in the face of today’s stiffening real estate market 


By SAM G. RUSSELL 
Vice President 
D. C. Burns Realty & Trust Company 
Denver, Colorado 


successful selling. Maybe it would 
be a good idea to analyze this word 
“lucky” and see where it gets us 

The dictionary says that 
“lucky” means “favored by for 


Here are six selling rules, espe 
cially pertinent to real estate, 
which may help you to make twice 
as much money. If you apply them 
properly, it is quite likely that the 





tune.” Let’s accept that as an ac 
curate base to build from. The sub 
ject of this discussion has to do 
with how to be twice as lucky 
So let’s simply say that the sub 
ject at hand is how to be favored 
by twice as much fortune 
taxes, that is and 
take it from there. 


before 
then let's 
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salesman down the street will tell 
his wife and the people at his of 
fice that you are even luckier than 
you used to be probably twice 


as lucky! 


Rule 1 — Make Something 
Happen 
If you are 


going to improve 


AVOID PRE-CONCEIVED IDEAS — 
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your financial well-being, you 
must avoid the insiduous disease 
of mental inertia, which means 
that you must get out of the habit 
of doing nothing. You have doubt 
less found that doing nothing is the 
most expensive of all occupations. 
Let’s say that you plan to have a 
picnic in the mountains, or at a 
lake. Before you can have your 
picnic, you have to get there! You 
have to load up the car, start your 
motor, and drive, in order to get 
to the picnic grounds. Then you 
can have your picnic. 

Having a picnic is no different 
from having a sale. You don’t just 
sit at your desk and “have a sale.” 
You have to load up with a few 
ideas, start your motor and drive 
And then maybe after awhile you 
can have your sale or your listing 
or whatever it is that you hoped 
to have eventually. But you can 
see, I am sure, how very important 
it is that you make something hap 
pen. Don’t worry about how to 
start. It doesn’t matter what you 
do, so long as it sets you in motion! 
Don’t grope, just start. Just go for 
a walk and make it a point to talk 
for a minute or two with any ac 
quaintances you meet. If your feet 
hurt. and you don’t feel like walk 
ing. just pick up the telephone and 
call any one of the folks you sold 
a home to six or eight months ago. 
Just say you were thinking about 
them and hoping that everything 
was going along fine 

What you are doing at this 
point is merely starting your mo 
tor. What if nothing happens? 
Well, what happens if your car 
motor doesn’t begin to spin the 
first time you turn it over? You 
try again. don’t you? You just keep 
turning it over until something 
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takes hold. Selling is just as simple 


as that. And rule 1, again, is 
MAKE SOMETHING HAPPEN 
You no doubt can remember it 
best by an old saying from Confu 
cious: Salesman who always sit on 
bottom — always on bottom. 


Rule 2 — Seek a Mutual Level 
of Interest 


Very seldom are people govern- 
ed by reasoning. More often they 
are governed by their emotions. If 
you and your customer can arrive 
at a subject that is mutually agree 
able to both of you, you will find 
that by the time you get around to 
talking about real estate you are 
likely to also agree on it, for the 
simple reason that you have al 
ready been in agreement on other 
things. You have reached a mutual 
emotional level. 

If the prospect has a hobby, get 
him to talk about it. You cannot 
measure in money the amount of 
good you are doing when you lis 
ten enthusiastically to any subject 
that lies close to a prospect's heart 
I happen to be a very rabid hockey 
fan, and some day some smart 
salesman is going to call on me 
and inention hockey and then he 
is going to have to listen to me for 
at least a half an hour on the sub 
ject of hockey in all its phases. 
Chances are that I will buy the 
hand-painted plumber’s friend. or 
whatever it is that the young man 
is selling. because if he listens to 
me long enough, I am going to 
like him tremendously. We will 
have reached a mutual emotional 
level — at least I will think it was 
mutual. Suppose he doesn’t know 
anything about hockey, hasn't 
ever seen a game in his life? I 
would never know. anyway. be 
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cause it was my sport — and I was 
doing all the talking. 

If one of your lady prospects 
wants to talk about her operation, 
it doesn’t necessarily follow that 
you have to go out and have one, 
too. All you have to do is SEEK a 
mutual emotional level. Let the 
prospect think that he has arrived 
at something in common with you. 
Then let him talk. But remember 
this: When you are dealing with 
emotions, you are handling some 
thing very volatile. Emotions can 
work to help you or they can 
work to harm you. Be sure you are 
leading them in the right direction. 


Rule 3 — Avoid Pre-Conceived 
Ideas 


How many times have you said 
to yourself, “There's no use telling 
Jones about that house. It isn't 
what he’s looking for.” That is the 
result of a pre-conceived idea in 
your mind. How to you know what 
he is looking for? Have you lived 
with him constantly for the last 
24 hours? How do you know what 
is in his mind at this very mo 
ment? You don’t. But you have a 
pre-conceived idea that he isn’t 
looking for this kind of a house 
and you don’t even give Jones the 
opportunity to make his own deci 
sion! Pre-conceived ideas are not 
exclusive with you. Your prospects 
have them. too. 

Every good salesman knows that 
when a prospect says he wants a 
certain kind of a house in a cer 
tain district he doesn’t necessarily 
mean it. It is just a pre-conceived 
idea he has, and it is always sub 
ject to change. Many times you 
can change the mind of a buyer 
merely by asking the question, 
“Why?” Why do you prefer this 





type of house? Why do you insist 
on this school district? Why 
wouldn’t you have this type of 
heating system? 

Half the time, prospects have 
pre-conceived ideas because some 
well-meaning friend, who didn’t 
know what he was talking about, 
went out of his way to misinform 
your prospect. The friend’s kids go 
to school in Eureka school district, 
and so he says all the other schools 
in town are no good. He is the same 
guy who drives a Wahoo Eight 
and says that a Super Mishmash 
is a piece of junk. He has never 
owned — or even driven — a Su 
per Mishmash, but he is an au 
thority on how no-good it is. This 
is the kind of advisor, who, more 
than 50% of the time, gives your 
prospects their negative pre-con 
ceived ideas. Just avoid ideas like 
that, and if you can’t avoid them, 
ask, “Why?” 

And here’s an important thing 
to remember about pre-conceived 
ideas: You can talk your customer 
out of his, but the only person who 
will talk you out of yours — is 
you! 


Rule 4 — Anticipate Objections 
This subject is very closely al 

lied with the preceding one. It 

doesn’t matter what a man is sell 


ing, he will always find people 
who will have objections to his 
product. Listen to a vacuum clean 
er salesman sometime. He has been 
taught the answers to more than 
20 standard objections. and so he 
is able to anticipate them 


In the real estate business we 
aren't that well-trained. But we 
can learn to anticipate common ob 
jections. Let’s take price, for in 
stance. All we have to remember 
is that price alone is not important 
— it is the reason for the price 
that counts. This house is $1 3.500. 
yet one just about like it a mile 
away is only $12.000. This house 
is on a larger lot, is closer to 
schools and transportation, is in a 
neighborhood of professional peo 
ple. This house will carry a $9,000 
loan — the other house wouldn't 
carry more than $7.500 because 
of the location. Remember this: A 
high price, properly explained, 
will sell a property quicker than a 
low price with a poor reason. 

“T can sell my own house I 
don’t need a real estate man.” This 
objection has at least six good. 
strong answers, and they have 
been set out so many times there 
is no use repeating them here. Yet. 
every day, some real estate sales 
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man runs in to that remark — and 
loses a listing — because he has not 
anticipated this common objection. 

If you have a property that 
needs repair, mention that it needs 
repair before the objection is rais 
ed. You will often find that the 
prospect will tell you that the 
place isn’t as bad as you said it 
was. You are getting close to a sale 
when he talks like that. 

How do you learn to anticipate 
objections? You learn from the 
sales you should have made — but 
lost. Bobby Jones said years ago 
that he never learned anything 
from the matches he won—every 
thing he learned about golf, he 
learned from the matches he lost 


Rule 5 — Keep Moving Forward 

You seldom see a football team 
call time-out on itself when it is 
successful moving down the field. 
The momentum of success should 
never be deliberately slowed, once 
it is successfully gotten under way. 
We all know this, yet real estate 
deals are lost every day because 
someone failed to follow through 

If your selling cycle (and every 
good salesman will tell you that he 
does sell in cycles) is in groups of 
three, don’t you usually find your 
self slowing down after the third 
deal is in the bag? It seems silly, 
when you think about it, that you 
should stop at three. You have just 
created a successful momentum 
and. if you will help it a little, the 
magic of motion will carry you on 
to a cycle of four or five or 
six. Why not determine that your 
cycle is six. Then you could be 
twice as lucky! 

Sometimes you will find that it 
isn’t easy to keep moving ahead. 
because there are obstacles in 
abundance to slow you down. 
When you drive your car on a 
slippery road, what do you do to 
keep it moving ahead? There are 
times when you feel that your 
wheels are slipping so badly that 
you must surely come to a stop. 
Well, if you are forced to come to 
a stop. don’t you survey the situa 
tion, and then begin to rock the car 
back and forth in order to get go 
ing forward again? 

When you have a deal that gets 
to the stalemate stage, just think 
of it in terms of driving your car, 
and rock it back and forth a bit. 
You may have to back up to a 
point of mutual interest in order 
to get a running start to carry you 
past the slippery place. It is al 
ways a good idea. too, to remem 
ber that if your wheels are spin 
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ning, you must apply the power 
gently. If you start racing your 
motor at this point, you'll only dig 
yourself in deeper. If you have 
made up your mind to keep mov 
ing forward, you're not going to 
be too much perturbed if you find 
a few slippery spots along the way 
where you have to stop and rock 
it a little. 


Rule 6 — Close at the 
Professional Level 

Whatever you have done in pro 
motion, in ballyhoo, or shall we 
say, in adroit salesmanship, in or 
der to get a purchase contract, de 
notes one kind of selling. But now 
we come to the closing, to the place 
where the conveyance is made, 
where the seller gets his money 
and the buyer gets his house. At 
this point, you have a different 
selling job to do. You have come to 
the place where you are a profes 
sional man or you aren't. This 
is the spot where you must shift 
gears — from the social gear to the 
business gear, and you must give 
the impression that you are highly 
specialized in handling what is 
about to take place. 

Perhaps it may help you to im 
agine you are going to put on a 
play —— and you are to be the lead- 
ing man! And so you set the stage, 
make sure that all the props are at 
hand, and be certain that no other 
player makes an entrance, or an 
exit, without a cue from you. 
There’s nothing wrong with an 
approach like this, because show 
manship now at the profession 
al level—can do a lot to erase con 
fusion and fear from the minds of 
the buyer and seller. 

Be sure that all the necessary 
documents are at hand. Determine 
in advance whether your buyer 
will have cash or certified funds. 
If an attorney is to be at the clos 
ing, check with him before you 
get everyone together. He will ap 
preciate the courtesy, and you 
won't wind up arguing with each 
other in front of your principals! 

You see, this play of yours 
should be more or less a rehearsed 
play. Your buyer and your seller 
will enjoy it more if it is presented 
that way. And when you are 
through, ring down the curtain! 
Don’t just sit back and let some 
one say, “Well. if we’re done with 
all this, we might as well get out 
of here.” It is more on the profes 
sional level for you to say, “Mr 
and Mrs. Buyer, you are now the 
owners of 821 Maple Lane. May I 
be the first to wish you every hap 
piness in your new home?” 
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Mortgage Market Tightens 


ECENT changes in the govern- 
ment’s monetary policy have 
thrown a shadow over the real es- 
tate mortgage market. The Federal 
Reserve Board has pulled the price- 
support peg on long-term govern- 
ment bonds and the Secretary of 
the Treasury has announced that 
certain outstanding restricted 
bonds would be exchanged for a 
bond that would raise the interest 
rate by one-quarter of one percent 
and that would be ineligible for di- 
rect sale on the open market. 

These policy changes will have 
a direct effect on the investment 
market particularly mort- 
gages and it is difficult to figure 
just what the future pattern for 
real estate loans will be. 

As I see the picture, there are 
two purposes behind the new 
rulings. First, to let supply and de- 
mand in the money market work 
and second, to encourage holding 
long-term government bonds in 
the portfolios of investors in this 
type security. 

It is widely agreed that a major 
cause of the inflation we are ex 
periencing is that our money sup 
ply has expanded at a faster rate 
than the supply of goods and ser 
vices. One effective way to reduce 
the supply of money is to have a 
rise in long-term interest rates 
which would freeze up many bond 
portfolios by decreasing bond 
prices. This makes investors hesi 
tant to sell and show unnecessary 
losses. , 

A review of the annual rates of 
demand and supply of credit and 
capital in private business, during 
the period July 1, to December 31. 
1950, shows that the sale of gov- 
ernment securities totaled 11.52 
billion dollars. This is approxi 
mately 30% of the funds raised to 
supply the demand. 

The new monetary policy of the 
Federal Reserve Board will un 
doubtedly make it unattractive 
to sell government securities and 
this in turn will materially reduce 
the supply of funds available for 
new investment. This change 
should affect the present inflation 
if we agree that the essence of in 
*This article was first presented by Mr 
Clarke at the Mortgage Bankers As 


sociation’s Eastern Conference held in 


New York City 
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By W. A. CLARKE* 
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As though material shortages, uncertain labor supply, and financ- 


ing terms aren't headaches enough for the nation’s realtors and 


builders, a new “bogey” has appeared . . . mortgage money is get- 
ting tight. The author analyses recent changes in government mon- 


etary policies and probable effects on the supply of mortgage money 


flation is too much money seeking 
to buy too few goods. 

It is difficult to try to forecast 
the course of events beyond, say. a 
six months’ period as the long 
term future of mortgages is not 
clear. 

For example, Regulation X and 
the accompanying credit restraints 
on FHA and VA mortgages are ex 
pected to reduce the volume of 
new building from approximately 
1,400,000 units in 1950 to 800.000 
or 850.000 in 1951. 

If this expected reduction in 
housing starts occurs. it will re 
duce the volume of new mortgages 
seeking a market by approximate 
ly $5 billion. However, this reduc 
tion in mortgage volume will not 
occur before the latter half of 1951, 
as is illustrated by the number of 
starts in January (83,000) and in 
February (78.000). 

On the other hand. although the 
demand for money for mortgages 
should go down in the latter half 
of the year, it is possible that the 
government, to forward the arma 
ment program, may be needing to 
borrow more money by that time 
and thus use up what otherwise 
would be surplus funds seeking in 
vestment. 

The mortgage market in 1950 
was substantially supported by in 
vestors switching from long-term 
government bonds into higher 
yielding mortgages. This fact was 
illustrated by the decrease in the 
ownership of government bonds 
by life insurance companies and 
mutual savings banks. 

The demonetization of long 
term government bonds will put a 
substantial brake on further 
switching from government bonds 
It will materially reduce the sup 
ply of money available for the 
purpose of mortgages that will be 
created in 1951 for which there 
are no outstanding commitments 

Of course, not all mortgages ap 
plied for this year will need to be 
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matched against investment funds 
accruing this year. Just as there 
is now an overhang of commit 
ments from last year, there will be 
an overhang of commitments to be 
met out of next year’s savings 
when the year ends. 

Investment managers will be 
hesitant to sell securities now 
owned at losses unless the funds 
can be reinvested at yields that 
are so attractive that the loss in 
principal can be justified. The 
probable result will be that the 
amount of money seeking invest 
ment in mortgages will be restrict 
ed to that obtained from new sav 
ings . and this is a limited sup 
ply. 

The changed monetary policy 
has raised the interest rate on long 
term government bonds and this 
rise was immediately reflected in 
the gain of 16 base points in the 
average yield of Moody AAA Cor 
porates. Mortgage interest rates 
will in all probability increase 
also. Just how much, only the mar 
ket will tell. 

Before March 8, when the Fed 
eral Reserve support was remov 
ed, the difference in rates between 
long-term government bonds and 
mortgages insured by the VA was 
approximately one percent, after 
deducting one-half of one percent 
for servicing 

If this difference in rate is to be 
maintained and in view of the fact 
that the government rate has been 
increased to 2.75%, the net yield 
on a GI mortgage must increase 
to 3.75%. 

In view of this and assuming a 
20-year mortgage with an expect 
ed average life of eight years, a 
comparison between sale and yield 
on a GI mortgage will show the 
following: to yield 3.70 it must 
sell for 9814, to yield 3.75 it must 
sell for 981. to yield 3.80 it must 
sell for 973% 

Reliable information today shows 

(Please turn to page 40) 
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ARTOON-STYLE ads, flying 

saucers. landscape contests, 
imprinted polo shirts . . . Gill Con 
struction Company of Fort Lauder 
dale, Florida, has them all. And 
behind such ideas, that may at a 
glance seem far afield from oft 
times drab real estate advertising. 
is a sound promotional philosophy 


that has sold nearly 1000 new 
homes in the past three years. 
It all started in 1948 when 


George Gills, Jr.. was vacationing 
in Florida. Recognizing the possi 
bilities in the rapid growth of Fort 
Lauderdale, Gill and his father 
opened a branch office of their 
Chicago construction firm in the 
Florida city. They started off by 
building 500 five- and six-room 
homes, selling to veterans for be 
tween $6000 and $7500. 

As newcomers to Fort Lauder 
dale, the Gills realized that pub 
licity and lots of it was their prime 
need. They employed a local ad 
vertising agency, giving it virtual 
ly carte blanche on expenditures 
and types of media to be used 

In three years virtually every 
type of media has been used : 
newspapers, radio, billboards, sou 
venir booklets, high school ath 
letic programs. and Florida build 
ing trade publications. This spring 





A landscaping contest costing $1000 but 
with a much greater publicity 
caught the public *s eve 


value 
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Their Promotion 


Pays Dividends 








Here's real estate advertising with a different approach. It splashes 


color and sparkling ideas throughout newspaper ads and promo- 
tional campaigns . . . and it works. With a zest for original promo- 
tion, Gill Construction Company has built, advertised, and sold 
nearly 1000 homes in the past three years. Here is how this Flor- 


the company is putting on a six 
weeks’ television program from a 
Miami station 

The advertising agency plugged 
for as much free publicity as local 
newspapers were willing to give 
In every parade the Gill company 
entered an attractive float from 
which pretty girls threw away 
souvenir match books with Gill's 
name printed on the cover, and 
polo shirts, also with an advertis 
ing imprint on the front. 

rhe polo shirts turned out to be 
a much-talked-of bit of advertising 
Before long many newsboys on the 
streets were wearing them. Even 
workmen with other construction 
companies were wearing them. 
You can’t walk down one of the 
streets of Fort Lauderdale on a 
warm day without seeing one or 
more 

Advertising was not confined to 
the local area because Fort Laud- 
erdale draws many new residents 
from northern cities. So a $5000 
advertising campaign took the Gill 
message into the Sunday travel 
sections of 22 newspapers. The ads 
were published for nine consecu 
tive weeks just prior to the sum 
mer tourist business and had a 
double-barrelled purpose — to 
boost Fort pet 





Parade floats such as above are used to 


distribute match books and polo shirts 
imprinted with Gill advertising 
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ida organization went about building a tip-of-the-tongue name 


ale’s tourist 
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business and at the same time 
work in a plug for Gill’s houses 
The Gills built and own the Escape 
Hotel, so they couldn't lose either 
way. but they created good-will by 
advertising the city as a summer 
resort. And the ads paid off in a 
number of sales. 

One of Gill’s best promotion 
plans from the standpoint of free 
publicity was a landscaping con 
test in a new subdivision. The 
company offered prizes totaling 
$505 for the best landscaped prop 
erties among those that it had sold 
There were grand prizes of $250. 
divided into $100 for first. $75 for 
second, $50 for third. and $25 for 
fourth. 

Three separate classes were also 
arranged because some of the fam 
ilies had lived longer in their 
homes and therefore had a greater 
opportunity for landscaping de 
velopment. In these three divisions 
the first prize was $50, second $25, 
and third $10. 

The company arranged with 
some local nurseries to supply 
shrubs and plants at a discount of 
20% from regular prices, paying 
some of the discount itself. A letter 
was sent to home owners announc 
ing the contest and giving the 
names of nurseries where dis 





Spraying mosquito-killing DDT in wood 
ed and wet spots of the area is one of 


Gill's dividend-paying promotion ideas 
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counts could be obtained. The 
manager of the local chamber of 
commerce, president of the gar- 
den club, and society editor of the 
newspaper agreed to act as judges 

The occasion of the awarding of 
prizes was an advertised event, 
which also won considerable free 
newspaper and word-of-mouth 
publicity. The total cost of prizes 
ind advertising was not over 
$1000. And the Gills also gained 
from the extra beautification of 
their subdivision 

Another publicity-getter was the 
official opening of a subdivision 
ior Negroes. This took the form of 
a free picnic to which all Negroes 
were invited. There were free hot 
dogs, soft drinks, and a program 
of all-Negro entertainment, super 
vised by a prominent Negro who 
conducts a special radio program 
for Negroes in Fort Lauderdale 

The Gills have tried to zet away 
from conventional real estate ad 
vertising. Among other things they 
have gone in for cartoon-type 
newspaper ads, some reproduced 
in two colors with a “flying sau- 
cer” theme. One of their unusual 
ads was a full page in a local news- 
paper in which they ran authentic 
photographs (sworn to by the 
photographer before a notary pub- 
lic) showing street scenes within 
four days after a hurricane in the 
Fort Lauderdale area. 

The ad was headed, “The hurri 
cane huffed and puffed but it 
didn’t blow our towns in.” This 
was done partly as a public serv 
ice, but the “gimmick” was a sen 
tence reading, “If you want to help 
your community, send this page 
to your friends in the North. Or, 
it you wish, stop by Gill Construc 
tion Company for a reprint.” 

Although the Guill company’s 
original building developments 
were in lower-priced homes for 
veterans, this field was abandoned 
when the end of the veterans’ mar 
ket was in sight. Houses of a better 
class are now being built, ranging 
from $8,000 to 10,000. The next 
project of homes, which is now be 
ing planned, will be in the $13,500 
class. Sales points being stressed 
in these higher-priced homes are 
larger lots (nothing less than 60 
foot frontage), glass jalousies, and 
large windows 

The Gills have not tried to be 
too original in their architectural 
designs. They have not strived for 
unusualness, but have studied the 
designs that seem to be the best 
sellers and have adhered to such 
plans. By last December they had 
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FORT LAUDERDALE... 


WHAT WILL 
FORT LAUDERDALE BE LIKE 
SO YEARS FROM NOW ? 
IF (TS GROWTH FROM 1900 
TO 1950 IS ANY INDICATION 
THE POPULATION SHOULD 
BE AROUND 50 .000000/ 
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Cartoon-styled ads in two colors, some with “flying saucer” theme and other non-con 
ventional ideas, are used to add zest to the company’s newspaper advertising campaign 


completed and sold 600 homes in 
what is known as the Lauderdale 
Pines and Pinehurst sections and 
are now working on 300 homes in 
Northwood subdivision 

All homes are equipped with 
Frigidaire refrigerators, ranges 


aud automatic hot water heaters. 


kitchen cabinets. Formica counter 
tops, full tile bathrooms with Koh 
ler fixtures, cement tile roofs, ter 
razzo floors, tile window sills, and 
pre-cast window frames. All are 
block structure on the 
outside and furred and plastered 
on the inside 


concrete 


A best selling home design is this concrete three-bedroom home selling for $7500 equip 


ped with kitchen appliances, tile baths 
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Landscaping 


sidewalks, streets are included 








Colorado Bar Associations Sue Realtors 


A lawsuit of vital concern to the real estate industry is to be tried 


in the courts of Colorado. In a test case, the state and Denver bar 


associations are suing three real estate firms to restrain them from 


By DAMIAN P. DUCY 
Pueblo, Colorado 


preparing such documents as deeds, purchase options, sales con- 


tracts, rent demands, notices terminating tenancy, and other day- 


to-day agreements. At the Journal's request, the author, chairman 


of the realtors’ legal defense committee, discusses points of the case 


HE Colorado Association of Real Estate Boards 
has for a long time been cognizant of the fact 
that individual members of the Colorado and Denver 
Bar Associations have been contemplating action 
against individual members of CAREB, charging the 
illegal practice of law. 
More than a year ago, CAREB’s directors set up a 
legal defense committee which in turn delegated D. 
P. Ducy, Van Holt Garrett, and L. C. Fulenwider 
full authority to act on the realtor’s behalf. Since 
then the legal defense committee has retained coun 
sel, studied carefully some parallel cases which had 
been brought in other states, and conferred through 
counsel with the members of the Colorado and Den 
ver Bar Associations. 
On April 6, suits were filed against three promi 
nent realtors in the courts of Denver. The firms filed 
against were: Van Schaack & Company. a large or 
ganization engaged in every branch of real estate 
activity, Conway-Bogue & Company. a partnership 
with a medium-sized staff, and John Bruno, an in 
dividual employing approximately three or four sales 
persons as an example of the smaller individual oper 
ator. We feel very fortunate. since suits had to be 
filed. that the Bar Association selected three such out 
standing and ethically strict realtors as defendants 
The suits brought by the two Bar Associations and 
the three individual members set forth the require 
ments under Colorado law which qualify an indi 
vidual to engage in the practice of law. Recitation is 
made of the damages suffered by the individual 
plaintiffs and their associate members of the Bar 
through the activities of realtors and licensed brokers 
which have been a matter of custom and usage for 
several decades. 
The court is asked to issue restraining orders and 
injunctions against the three defendants. and such an 
order, if granted by the court. would prevent realtors 
and licensed brokers from preparing on behalf of 
other persons any one of the following acts 
1) Deeds conveying real estate. 
2) Deeds of trust and mortgages encumbering real 
estate 
3) Promissory notes secured by such deeds of trust 
or mortgages. 

+) Releases of deeds of trust and mortgages upon 
real estate 

5) Receipts and options for purchase 

6) Contracts of sale of real estate 

7) Agreements relating to and affecting real estate 
and title to it. 
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8) Demands to pay rent and notices terminating 
tenancy of real estate. 

Instruments creating. continuing, modifying or 
terminating the relation of landlord and tenant 
with respect to real estate, or any of said instru 
ments, whether or not the defendant charges or 
receives compensation for the same and wheth 
er or not the defendant has been employed as a 
real estate broker by one of the parties to the 
transaction or has procured the purchaser or the 
seller of the real estate involved or has brought 
together the lender and the borrower or the 
landlord and the tenant or has been employed 
by the owner of the real estate involved to man 
age the real estate, and whether or not the 
preparation of such instruments is done by or 
under the supervision of an attorney employed 
by the defendant. 

Custom and usage in Colorado, practiced by real 
tors and licensed brokers, has been. for example in 
the case of a sale of a piece of property listed by a 
client, that the broker would take the option or offer 
to purchase, accept the good faith money, secure the 
assent of the seller and secure the Abstract of Title. 
which would be certified and delivered to an attorney 
for examination of title. Title insurance is being used 
more and more in Colorado. but is still not widely ac 
cepted with the result that most transfers are made 
upon the basis of the examination of abstract 

An attorney’s opinion is delivered to the broker 
and the custom has been for the broker to prepare 
the contract, deed, and any other paper incidental to 
the title change. Papers prepared are of a statutory 
nature and only blank spaces have to be filled in. 
When the examining attorney requests. completed 
papers are delivered to him for approval before sig 
natures are obtained 

Attorneys with many years of practice behind 
them develop the habit of placing implicit confidence 
in the outstanding realtors and licensed brokers in 
the various communities and have on innumerable 
occasions advised their client that broker “X” was 
fully competent to complete the transaction without 
the examining attorney being present at the closing. 

It has been a positive practice on the part of those 
officers which complete transactions in the large con 
sideration brackets to insist at all times that attorneys 
be engaged by both the buyer and the seller, and that 
such attorneys follow every step of the transaction 
and be present at the closing. 

Management practice in this state has been car 


(Please turn to page 44) 
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Three folders in one saves time for Walter Saunders, assistant 
in charge of construction loans 
The folder contains a client's first mortgage correspondence on 
one side of the divider, the second mortgage communications 
Legal documents are fastened inside cover 


secretary, and Irene Morrissey, 


on the other side 


System Makes the Difference 


You need a systematic method of processing and handling paper- 


work, whether you’re operating a small or large office. And you 


can make your job easier and improve your service to clients by 





using some of the new filing machines and techniq The author, 


associated with Stockton, Whatley, Davin & Company, tells how 


his organization handles the records of a diversified business 


AN efficient filing system is of 
l tremendous importance to a 
company like ours. We originate 
and service a large volume of 
mortgage loans, conduct a general 
real estate operation, including 
construction, development, man 
agement and sales, in addition to 
handling a diversified insurance 
business. That means maintaining 
accurate, adequate, and proper rec- 
ords not only for our own business 
but also for our clients whose busi 
ness we handle. 

Outwardly, the most glamorous 
phase of our operation has been 
the development of more than 20 
residential subdivisions in and 
around Jacksonville. But neither 
our sales of picturesque seaside 
homes and lots, our rentals, nor 
the service which purchasers and 
tenants expect of us would be pos- 
sible without our giving as much 
planning to the routine clerical 
work behind the scenes as we give 
to the houses and landscaping the 
customers see 
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One of the important links m 
our chain of fast. accurate service 
is a visible pocket card file used in 
our rental f mnrvenatnee The bottom 
of each card is visible so we can 
have the index necessary typed in 
or indicated by a “flag.” Set up by 
property address, with all the key 
information quickly available on 
the margin of each card, this file 
is our ready informant when only 
the location of a property is known 

An idea of the daily flow of pa 
per work to and from our files 
may be gleaned from the fact that 
in the mortgage department alone, 
where the accounting is done on 
punched-card tabulating machines, 
there is a minimum of 12 cards 
for each of the 18.000 loans. or a 
total of 216.000 cards. These are 
in constant use since our file of 
punched cards constitutes our ledg 
er and all other accounting and 
statistical records 

Once made out, these cards are 
run through our accounting ma 
chines again and again to post and 
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Fire-protected safe-file cabinets house the 216,000 punched 
tabulating cards in constant use to service company’s large mort 
gage loan business. More than half a million cards, including 
history and transaction records, are filed along one wall of the 
tabulating department 


By WALTER N. SAUNDERS 


Jacksonville, Flerida 


They 
produce all our mortgage and rent 
al remittance statements. 
reports, and special statistical com 
attens These afford us at any 
time, by any classification desired 
a microscopic inspection of the cur 
rent status of our operations 

Four years ago, when increasing 
volume necessitated a change in 
system, we adopted punch-card ac 
counting because of its speed, ac 
curacy, and economy of effort. But 
we had not procured files with the 
same qualities until we purchased 
fire-protected file cabinets 
Their compactness and accessibil 
ity now makes it possible for us to 
house all our minutely detailed 
history and transaction records 
a total of more than half a million 
cards along one wall of the far 
from-vast office in the tabulating 
department. This office also accom 
modates the accounting machines 

This consolidation, in a small 
area, of the largest part of 


maintain accounting records 


notices, 


safe 
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Economy Size 


t fee PRIZE-WINNING house, with an aura of 
spaciousness that makes it seem twice its size, has 
been singled out by the American Institute of Archi- 
tects for top honors. Yet it can be built to sell for 
$10,000 in warm sections of the country, $16,000 in 
colder climates. 

Completely modern in style, the two-bedroom 
home is built of natural materials in stock sizes. Rooms 
in many instances are separated by floating parti 
tions of plain waxed plywood. Built-in furniture - 
sofa, we 8 chests, storage units — adds to the ulti 
mate economy for the buyer. 

There are 8500 cubic feet of enclosed area and the 
floor space is 1000 feet, but the real boundary of each 
room is the fence beyond the numerous glass walls. 
In colder climates, insulating glass would have to be 
used 

The original house, built in San Diego by Hvisten 
dahl. Inc., for $9450 plus the cost of fences, had a 
heating unit of 55,000 b.t.u. capacity, which could 
be replaced by a radiant heating system in the con 
crete floor. Floors in the kitchen and bath are cover- 
ed with asphalt tile, the other rooms with carpet or 
rugs. 

Fences are the key to the plan and make it difficult 
- realize that the enclosed space is actually rectangu- 
lar. The fences and the relationship of the garage io 
the house make it adaptable to any but a north-front 
lot. 


NaTIONAL REAL Estate AND BurILpiInG JourNal 





May, 


It’s The Appeal That Counts 


By JUDSON BRADWAY 


Detroit, Michigan 


GOOD sales closer knows that to get a prospect's 
name on the dotted line he must use effective 
attention-getting appeals in his presentation. 

One method to use is sometimes called the “dra 
matic” appeal. If your prospect is considering an 
other property with which you are familiar and are 
also the sales agent, ask him to make a notation for 
each point he can think of in favor of the other house. 
Help him by suggesting a point ” may not have 
thought of and then finally add a point for good 
measure. 

Next take the house you are showing and put down 
points for some of its minor favorable points, then 
ask your prospect if he can think of others. Because 
you appear to have forgotten, your prospect will 
probably try to think of all the favorable points. 
tventually, if you really know your property, either 
you or he will have built up an impressive list of rea 
sons for buying the property you are selling 

Another successful appeal is the “graphic” method. 
If you are selling a brick house with a tile roof, drive 
your prospect past a frame house that needs painting 
and that has a curled roof. Remind him that this 
can’t happen to the house youre selling. 

If you are selling a lot in a restricted district, show 
for comparison what can happen to a home in an un 
restricted district or one where there are possible en 
crouchments. 

Human interest incidents, backed up with names 
and addresses, are potent forces in closing certain 
types of sales. If you are selling investment property, 
be sure you know of some widow who was left a good 
piece of investment real estate which has produced 
a continuous income. Mention an instance where 
joint ownership of a home saved it for the wife and 
children. But remember that this type of sales aid 
is worthless unless you can give names and addresses 

Make use of analogies wherever possible. When 
you're up against the “price-is-to-high” prospect, try 
this line of approach 

“Mr. Prospect, houses are somewhat like clothes 
You have on a fine suit of clothes that you probably 
paid plenty for. You paid this price because you 
wanted something good, well-made, and that you 
would enjoy owning. I can take you where you can 
get a suit of clothes that looks like your suit, has just 
as much cloth, just as many pockets, the same num 
ber of buttons, and that only costs $25 or $30. You 
wouldn't buy that suit because you want something 
you will enjoy every minute you own it. There’s the 
same difference in houses as there is in suits.” 

Make appropriate use of similes and metaphors in 
your sales talk. Before a prospect has a chance to ask 
you about the noise he hears in the basement, tell him 
the house has an oil burner “which operates almost 
as silently as a hand shake.” Don’t say “this linoleum 
is expensive and will wear a long time,” say “it is the 
best quality (if it is) and will wear like iron.” 

One thing to watch in using any appeal is to keep 
away from the word “very” in your descriptive 
language. It is an emphasis word without meaning 
and conveys nothing. For example, instead of saying 

“this refrigerator is very quiet” say “this refrigerator 
is almost as silent as a burning match.’ 
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A key property managed by Abbott & Adams, Inc., is 
this 16-story, 64-unit, $625,000 apartment building near 


New York’s Central Park 


ants, owners 
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Increase Management Business 


Knowing that business growth, like most other things, doesn’t “just 


happen,” Abbott & Adams, Inc., tackled the problem of manage- 


ment ills with a complete overhaul of operations. 


Analyses of 


management practices showed that most should be either discarded 


or revised. Reorganization called for mergers, mechanized office 


system, consultation service, and periodic evaluations of clients’ 


real estate. Dollar and property volume doubled in a year’s time 


RIOR to 1948, Abbott & 
Adams, Inc., New York pro 
perty management firm, used the 
usual, tried-and-true methods of 
soliciting and maintaining man 
agement business. These methods 
brought a normal amount of busi- 
ness but officials of the company 
became concerned with the fact 
that its growth was nothing to 
boast about. 

So the firm decided that some- 
thing must be done to overcome 
this “stalemate” and plans were 
set up for a complete analysis of 
the organization. 

Thorough surveys and evalua- 
tions were made of every phase 


32 


of its business soliciting meth 
ods, promotion, real estate trends, 
office procedure, past performanc- 
es, and future possibilities. Results 
showed that its practices, although 
similar to those used by other 
management firms, were out-mod- 
ed and consequently they were 
either discarded or considerably 
revised. 

The cure for management ills 
seemed to lie in soeuiaine suffici 
ent volume to cut down the ratio 
of overhead and so it was decided 
that mergers should become the 
company’s first step. 

Using carefully worked out 
profit-sharing plans, three merg- 
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Streamlined system aids ten 


They found ways to... 


By AL WARREN 
Abbott & Adams, inc. 
New York 


ers were made in late 1949. The 
firms affected were all well-estab 
lished ones with diversified types 
of management and _ brokerage 
business. Executives of the firms 
affected by the merger B. Ed 
ward Crosby, N. William Herbst. 
Oscar Quinto, and Michael Rozen 
tal became officers of Abbott & 
Adams, Inc. and some members 
of their staffs were retained in the 
expansion. 

A second major step in the re 
organization was to stress to cli 
ents purchasing property for in 
vestment the necessity of avoiding 
contacts with tenants. 

In accepting the company’s re 
commendations for a purchase, 
the company would, on occasion, 
volunteer to invest some of its own 
funds as evidence of its confidence. 
at the same time making manage 
ment a condition of participation. 

Particular attention was paid to 
improving tenant relations. Cost of 
collections was cut and because of 
fair dealing many tenants agreed 
to voluntary rent increases, where 
permitted by law. This resulted in 
substantial increases in income 
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from many of the properties man 
aged. 

Mechanization of office systems 
was another important item in 
cutting overhead. Addressing ma- 
chines were installed to handle 
tenant billings. In one imprint, 
the machines make the stub as 
well as the body of the bill. The 
bill is chen placed in a window 
envelope, ready for delivery to the 
tenant. 

A modern mimeograph ma 
chine became an invaluable item 
in the preparation of complete 
owners’ statements and forms. 
These are typed in duplicate and 
made up directly from a combina 
tion cash book and tenant ledger. 

The accounting system and pre 
paration of owners’ statements 
were streamlined, enabling two 
bookkeepers to handle about dou 
ble the volume formerly handled 
Agents’ account sheets were stan 
dardized and adopted as a posting 
medium. The firm is making fur 
ther study into the possibilities of 
expanding mechanized operations 

To provide a more comprehen 
sive real estate service to clients. 
management service is depart 
mentalized and “personalized.” A 
new consultation and supervisory 
service is offered and has been ac- 
cepted with enthusiasm by own 
ers who still insist on an owner 
ship-management arrangement 

To the absentee owner or in- 
vestor, this service has the appeal 
of relieving them of a burdensome 
task. The assurance of regular 
monthly checks, complete reports, 
and reliable management is not 
easy to resist. 

Another Abbott & Adams, Inc. 
service is regular and systemized 
evaluation of realty holdings. The 
same care and thought and analy 
sis given to listed securities is ap 
plied to real estate. 

The evaluation consists of an 
alyzing realty holdings as a group 
for estate and planning purposes, 
and tax situations. This covers 
both immediate and future needs 
of the investor. Diversification, in- 
flationary or reverse trends, con- 
trols, income and estate taxes, sta- 
bility of income, and other factors 
necessary to a thorough evaluation 
are covered. 

Upon completion of the report. 
specific recommendations are 
made as indicated by the evalua- 
tion. On occasion, the sale of a spe- 
culative property is urged which, 
in the firm’s opinion, should be re- 
placed with one with regular and 
suitable income. 
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At other times refinancing is re 
commended as a means of either 
assuring better income or antici 
pating a possible future unfavor 
able ed se: There may be in 
stances when residential invest 
ments are recommended to a cli 
ent who appears to be too heavily 
weighted with stores or other busi 
ness properties 

The firm has sometimes found 
instances where a property with 
an apparent smaller income is re 
commended as a substitute for one 
with a higher net income, particu 
larly when a new high deprecia 
tion base or capital tax gain is ob 
tainable. 


The planning and changes in 
such realty investment folios are 
as extensive and varied as the 
types of real estate investments 
themselves and as the needs and 
conditions of the investors. 

As a result of its streamlining 
and reorganization, the firm’s vol 
ume of business in 1950 increased 
by approximately 100% over the 
previous year, as did the number 
of buildings it manages. The total 
market value of the properties 
now under its management ex 
ceeds $10 million and since mov 
ing into its present office quarters 
the firm’s office space has been en 
larged three times 





RECEIPTS 


BALANCE FROM 
TOTAL CREDITS 
DISBURSEMENTS 
Advertising 
Brokerage 
Electricity 
Fuel and Hear 
Gas 
Insurance 
Legal and Collection Expense 
Maintenance Contracts 
Management Fee 
Miscellaneous 


Payroll 
Painting and Decorating 


Repairs (Including Supplies and Maintenance 
Building, Masonry and Iron Work 
Carpentry 
Electrical 
Elevator 
Miscellaneous 
Plumbing and Steamfirting 
Refrigerator 
Roofing and Waterproofing 
Shades, Shower Curtains, Glazing and Awnings 

Supphes 


Taxes (Other than Real Escare 
Telephone 
Uniforms 


Water 


TOTAL OPERATING DISBURSEMENTS 
Furn® Eqpt, Exc 

Interest on Mortgages 
Taxes and Assessments 
Remittance to Owner 


Real Escare 


TOTAL 
BALANCE 


DISBURSEMENTS 





AssoTtt & Avams, 


STATEMENT OF OPERATIONS OF 


Inc 


For Moath of 








Statement of operations shows complete breakdown expenses 


It is made up directly 


from combination cash book and tenant ledger sheets and is typed in duplicate 
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fe Excess Profits Tax: A dis 
turbing deterrant toward the 
purchase of new property and the 
investment in new enterprises is 
the excess profits tax. Under the 
present law, any abnormal profits 
made as a result of the investment 
of money through a corporation 
is taxed 77%. 

The government goes about this 
in two ways. In effect, every corp 
oration is told that it will be taxed 
on any profit made that is above 
85% of the profit made during its 
best three years from 1946 through 
1949, which are considered normal 
years. 

If the corporation wasn’t in busi 
ness during those years, the gov 
ernment then allows 12% on the 
invested capital and taxes all in 
come above that figure 77%. 

However, the government will 
allow in addition to those normal 
earnings from 1946, through 1949, 
or in addition to the 12% on in 
vested capital, whichever alterna 
tive is elected, a credit or exemp 
tion of $25,000 for each corpora 
tion regardless of whether its past 
earnings entitle it to that credit 

I want to stress that because that 
will be important in what I am 
about to say. The government 
gives, in effect, an exemption from 
any excess profits tax on the first 
$25,000 of income. 

Here’s where my advice comes 
in. Tell your prospect that the 
more corporations he has the more 
exemptions he will get because of 


* Reprinted by permission of the Journal 
of Property Management, a quarterly 
publication of the Institute of Real 
Estate Management 
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How to Save on Real Estate Taxes 


Legitimate tax savings can be achieved by a thorough knowledge 


of the excess profits tax, depreciation deduction, and deferred pay- 


ment sales. For example, operating a business as one large corp- 


eration costs heavily in taxes. But by forming bona fide smaller 


corporations to operate different phases of the same business, pos- 


sible tax exemptions may put your business in a lower tax bracket 


— 


ee 


the $25,000 tax exemption for each 
corporation. 

Look over your client’s business 
es and see how many of them have 
incomes exceeding $25,000 and 
that therefore have jumped from 
the 25% bracket to the 47% brac 
ket and possibly into the excess 
profits tax bracket of 77%. 

For these corporations, suggest 
to the owners that they split up 
the corporation into several corp 
orations. Point out that by operat- 
ing a property as the Delano Hotel 
Corporation, for example, the in 
come from the dining room, bar 
aud everything else is put into one 
pot and tax is paid on that one 
large amount . .. and at high rates. 

When the question is asked, can 
it be done differently, the answer 
is that certainly it can. Suggest 
that corporations be formed to 
operate the dining room, own the 
building, rent the building from 
the owner and operate it. do the 
servicing work such as painting 
and repairing, purchase all sup 
plies 

What is the reason your clients 
don’t do this? Simply because most 
of them don’t know they can fol 
low this procedure and save taxes. 
They think that if they are the 
stockholder for all of those differ 
eut corporations, they are all go 
ing to be disregarded and the in 
come is all going to be taxed in 
one lump as before. 

But that’s not true. There have 
been many recent cases where the 
same stockholders have organized 
several different corporations or a 
combination of corporations and 
partnerships, to operate different, 


By CHARLES A. MOREHEAD * 


Miami, Florida 


separable phases of the same busi 
ness. The bureau has tried to set 
them aside as mere tax avoidance 
schemes. The courts have uniform 
ly upheld these several corpora 
tions where the business was actu 
ally and bona fide separable, the 
different units dealt with each 
other at arms length, and the mat 
ter was properly and carefully 
thought out and executed. 

Let's see what you can save your 
chent by suggesting this idea to 
him. His property is bringing in 
$100,000 net a year. Of this 
amount, $50.000 is classed as ex 
cess profits and taxed at the 77%, 
rate. That leaves $25,000 to be 
taxed at the 47% rate and $25.000 
at the 25% rate. The total tax on 
that $100,000 is $56,500. The own 
er divides the property’s opera 
tions into four separate incorporat 
ed businesses with a net income of 
$25.000 each. His tax bracket 
drops to 25% for each corporation, 
and his tax is only $25,000. You 
have saved him the difference be 
tween $56,500 and $25,000 or $31, 
500 a year. If no part of the $100, 
000 income was taxable at the 
77% excess profits tax rate, the 
tax bill al be $41,500 with 
only one corporation as against 
only $25,000 for four corporations, 
or a saving of $16,500 a year in 
taxes. 

So, prepare now for this excess 
profit tax law and the higher cor 
porate rates of 47% above $25, 
000 income. Have your client’s at 
torney get him several $25,000 ex 
cess profits tax exemptions if he 
can, instead of one. If he is not 
bothered with excess profits, then 
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bring him down out of that 47% 
tax bracket that his corporation 
gets into when the income exceeds 
$25.000. Have his attorney form 
enough corporations or other enti 
ties, if possible. so that the income 
from none of them will exceed 
$25,000. 

Here is one example of what I 
mean. A man came to us the other 
day and said he was going to de 
velop a new real estate sub-divi 
sion. He said he intended to build 
houses and put in sidewalks, lights, 
and streets, bulkhead the water 
ways. and do the other things a 
sub-divider of a large tract of acre 
age on the Florida east coast usu 
ally does. He wanted to get started 
right tax-wise. We explained the 
above idea to him by telling him 
to see how many different sep 
arable businesses he intended to 
operate within that sub-division 
We said that he might be able to 
get as many as seven or eight 
different business corporations out 
of it. He came back with 26 sep 
arate businesses that he was oper 
ating in that sub-division. There 
is no reason why your clients can’t 
do something like that on a modi 
fied scale and save taxes. 

The idea has a lot of possibilities. 
It seems just plain foolishness to 
keep on dumping into one pot all 
of the income from any large real 
estate venture or business venture 
whatsoever that can be separated 
into several different businesses. 


EPRECIATION on Leased 

Buildings: The depreciation 
deduction on leased buildings is 
important. It usually varies any- 
where from 214% on up to about 
6%, depending on the type and 
age of the building. Its importance 
depends upon the tax bracket of 
the owner. But in any event, you 
don’t want to do anything that will 
deprive the owner or the tenant 
of the right to take a depreciation 
deduction. Ordinarily, the landlord 
depreciates the property over the 
term of the lease, because he is the 
one who built or bought the im 
provements on the property. No 
body but a person who puts on 
improvements, cr buys them. can 
depreciate those improvements. 

If the tenant puts improvements 
on the property he can deduct de 
preciation on those improvements 
over the life of his lease. If his 
lease is for only five years and he 
puts up a $10,000 building, he 
can usually deduct depreciation 
at $2.000 a year. 

Here’s the main reason I 
brought up this subject. Stay away 


NATIONAL REAL Estate ANp BurLpInG JouRNArI 


from the type of clause in a lease 
which states in substance that “the 
tenant shall return the leased 
property to the landlord at the ex 
piration of the lease in as good 
condition as when leased,” with 
no further qualifying words added. 
When you allow that clause to go 
in you deprive your landlord as 
well as the tenant of a depreciation 
deduction because nobody suffers 
any depreciation theoretically, and 
in the eyes of the income tax au 
thorities. The tenant is required 
to return the property to the land 
lord at the end of the lease in just 
exactly the same condition as 
when it was leased. So the land 
lord doesn’t suffer any deprecia 
tion. The tenant didn’t build or 
buy the property, so he can’t take 
depreciation. Of course, every 
body knows a building depreciates, 
but you will make it impossible 
for anyone to deduct depreciation 
if you allow that clause to be put 
in the lease. That would be a ca 
lamity that might cost you a good 
client. 


| EFERRED Payment Sales 

Let me tell you about a tax 
saving method that will apply to 
you as brokers and that may allow 
you to sell property and defer any 
capital gains tax on the property 
until the seller has received his 
cost back, which is a very desirable 
situation. 

Many times an owner would 
like to sell a building, but it cost 
him $120,000, and now it’s worth 
$150,000, and he doesn’t want to 
pay a capital gain tax of $7500 
(25%) on that $30,000 profit right 
now. Therefore, he just holds onto 
his building and collects his rent, 
and you lose your commission. 
You may be able to arrange it so 
he will not pay any tax at all un 
til he gets his cost of $120,000 
back, and then pay the tax only 
as the installments of profit are 
paid to him in cash. 

Arrange the sale in this way 
and it may accomplish that pur 
pose. Have the seller tell the buy 
er that he will give a deed for th« 
property and take back a mortgage 
for the unpaid purchase price 
Have the seller give a written, 
notarized contract to sell the prop 
erty. The buyer can record it and 
it will be just as binding as a deed 
and a mortgage and will insure 
the ownership of the yroperty just 
as much as a deed mest a mortgage. 
The contract will provide that the 
buyer pays down, say $60,000 and 
then pay the $90,000 balance of 
the purchase pricé of $150,000 in 
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10 equal yearly installments of 
$9000 each. The seller will war 
rant deed, free and clear of all en 
cumbrances after the buyer has 
paid the deferred balance of $90. 
000 and then the property will be 
owned by deed. 

This contract is just as good 
legally in Florida (and in all other 
states, I believe) as a deed and a 
mortgage. The books are full of 
cases where the seller has been 
allowed to foreclose such a con 
tract. when the deferred payments 
were not made, just as * would 
foreclose a mortgage, and acquire 
the property back. The purchaser 
has full rights of ownership of the 
property and can take possession 
of it. But no tax is payable at all 
on the profit of $30,000 until the 
seller gets back his cost of $120, 
000, which will be approximately 
six years later, provided the prom 
ise of the purchaser to pay the 
deferred balance of $90,000 has 
no market value. or a market 
value which, plus the cash receiv 
ed. does not exceed the seller's 
cost, which will usually be the 
case. 

The contract I have mentioned 
is known as a “contract for deed” 
or “agreement for deed.”’ The de 
ferred tax advantage is based on 
the premise that the promise of 
the purchaser to pay the deferred 
purchase price has no fair market 
value. Each contract must stand on 
its own as to market value. How 
ever. since such contracts are not 
usually freely sold or dealt in, they 
should not ordinarily have any 
market value. If it does have a 
market value, then placing the 
deed and contract in escrow should 
postpone the tax until the purchas 
er begins to receive his install 
ments of profit 

Here's another advantage of this 
method of selling property. Sup 
pose the property we mentioned 
depreciates in value after the sale 
until it is worth only $120,000 or 
less, approximately four years 
later. The purchaser defaults in 
his payments and the owner has 
to foreclose and take the property 
back, or the seller compromises 
and reduces the price to $120,000 

just what it cost the seller), or 
less. If the seller had made the 
usual deed and mortgage sale and 
paid the $7500 tax in the year the 
sale was made (now four years 
ago) he would have paid taxes on 
a profit he never collected. So why 
pay income taxes on your profit 
until you get it in your pocket? 
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Pastel colored all with prospect-pulling ‘built-ins’ keynote Eden Homes, Inc. project 


It OME building “extras” such as television wiring, built-in 
radios, five and one-half-inch tile window sills, built-in shoe 

-— racks and blanket storage bins in cedar-lined closets, are important 

y sales-clinchers in the building and merchandising program of 

§: patio Eden Homes, Inc. of St. Petersburg. 

= Since organizing the firm in 1949, Builder Harold Markel has 

GARAGE built more than 150 two- and three-bedroom homes in the $16,000 


BEDROOM : T DINING =[~ to $21,000 price range. The homes are all-masonry constructed 





— ROOM and have stucco exteriors painted in pastel colors and concrete 
tile roofs. 

The pictured two-bedroom basementless home sells for $16,000 
and is built on an 85x135-foot landscaped lot. It has Fenesta steel 
sash, Modern-Fold closet doors. Armstrong linoleum floor cover 
ing, tile bath with American-Standard fixtures, electric kitchen 
exhaust fan, and Duotherm space heaters of 35,000 b.t.u. capacity 
with a circulating fan. 

The one-car attached garage includes laundry space and a 
Reems and Redyhot electric hot water heater. There 1s direct en 
trance from the g garage to the dining room and another entrance 
leads to a s¢ omnia in patio at the rear of the house. 
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Expandable, tri-level homes in Chicago area built to meet needs of space-conscious buyers 


MASONRY and brick two-bedroom tri-level home 

built on a 45x125-foot landscaped lot is a popular 

and saleable home in the Chicago area for Aldrich Home 
Builders, Inc. of Morton Grove, Illinois 

The pictured home with an English type basement sells 
for $14.400 and has the living room. dining alcove, and 
kitchenette on the first floor level, two bedrooms and bath 
on the second floor level. and large storage area and room 
for construction of an additional bedroom on the third 
floor level. There is approximately 783 square feet of floor 
area on the first two levels and approximately 150 square 
feet on the third level 

Barrett asphalt shingles were used on the roof and sec 
tions of wood siding on the exterior. Interior walls are 
plaster and the floors are linoleum covered hardwood. The 
bath is finished in Tile-Master plastic tile and is equipped 
with American-Standard plumbing fixtures 

The home is heated with a Luxaire heating system and 
all walls and ceilings are insulated. 

As a part of its advertising campaign, Aldrich Home 
Builders, Inc. have a display booth each year at the Chi 
cago Home Fair and they furnish a demonstration home 
in the annual Chicagoland Home Festival 
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Cincinnati builder's ranch-type home features 9x37-foot terraced porch, three stone fireplaces 


EVERSING the customary room plan layout, Realtor-Builder J. C. Taft of Cincin 
nati, built a $37,500, three-bedroom two bath, ranch-type home on a 110x180-foot 
landscaped lot that provides a maximum of privacy and ease of living. 

The ae room of the bark brick and limestone home is at the rear of the home and 
opens on to a 9x37-foot terraced porch. The porch has a barbecue grill that is built 
back-to-back with a large stone living-room fireplace. Directly below in the basement 
rumpus room is another fireplace and one chimney serves all three of these installations 

Natural growth of shade trees has been preserved on the home site and to add to a coun 
try-living atmosphere a stone inset has been built for a flower garden 

Wood sleeves or dividers are used between the combination living- and dining-room 
The kitchen, in the front of the home, is finished in knotty pine and adjoining the kitch 
en, is a dinette area finished in pickle pine. 

The home has a tiled floor vestibule, built-in bookcases, sliding-door closets, colored 
tiled bathroom, Bendix laundry equipment, Hotpoint kitchen appliances, a Williamson 
steam heating system, Johns-Manville asphalt bo Tag and both interior and exterior 
walls are waterproofed with a liquid concrete protection covering 
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Servicemen stationed at nearby Marine Corps base helped in early sellout of 139-unit project 


ants. 


A U.S. MARINE (¢ a base in the near vicinity of his 


139-unit, two- and three-bedroom home project in 
Santa Ana, helped Realtor-Builder Charles Casserly sell 
the entire secalosbent while all units were still in the 
framing stage. The homes are built from five basic floor 
plans and 10 exterior designs 

The pictured three-bedroom concrete home with double 
garage sells for $9,500, has a 45x149-foot landscaped lot, 
and a floor area of 1076 square feet. It has hardwood floors 
throughout with the exception of linoleum in the kitchen 
and bath. U.S. Gypsum Sheetrock was used on interior 
walls and ceilings and sections of horizontal and vertical 
wood siding used for exterior treatment 

Each home has a dual floor Grove furnace, In-Sink 
Erator garbage disposal unit, Neslock hardware, Kohler 
plumbing fixtures, and Columbia-matic aluminum win 
dow screens. 

A package mortgage plan made it possible for some of 
the Marine families buying homes to include Frigidaire 
automatic washers and albioubatens and Western-Holly 
stoves in their purchase. 
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System 


(Continued from page 29) 


work on mortgages and rentals, as 
well as the firm’s own accounting, 
has pared the number of employ- 
ees needed, at the same time im- 
proving our operations. Our tabu- 
lating department is amply staffed 
with 14 men and women. By fos- 
tering employees’ natural speed 
and capabilities, the high efficien- 
cy equipment more than halved 
the a i of employees required. 

The tabulating department also 
serves as an information center for 
almost every department of the 
company, including our offices in 
St. Petersburg, Miami, and Pensa 
cola. Loans placed through those 
offices also are handled by the Jack- 
sonville staff. 

To save additional motion, we 
made sure before purchasing our 
filing cabinets that they had the 
features necessary for speedy refer- 
ence. And to enable our control 
clerks to relay information as rap 
idly as possible, we had telephones 
placed at strategic intervals on top 
of the cabinets. 

The files are further geared for 
speed by suspension ties to pre 


vent the drawers from swaying 
even when pulled open to expose 
the farthermost pa And there 
isn’t any danger of having cards 
strewn over the floor if a drawer is 
taken out. A ratchet compression 
follower holds the contents in place 
even if the drawer is rated up- 
side down. 

Details such as these are essen- 
tial to make filing and reference 
easily attainable for all employees 
And the amount of time which can 
be wasted waiting for data is 
known to every businessman who 
has ever drummed impatiently on 
his desk while wondering if the 
files have been moved to cold stor 
age. 

In our correspondence files one 
of the outstanding time and space 
savers is the Twinpakt Classifile. 
Within one folder as many as half 
a dozen subject classifications can 
be segregated. We use this to sub 
divide into three parts, within a 
single folder, all the correspond- 
ence and document copies pertain- 
ing to each borrower who has a 
first or second mortgage. 

The Classifile cuts by one-third 
our use of floor space for file cabi 
nets. Besides representing three 
folders in one, it has the space-sav- 
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ing advantage of paper fasteners 
that are only one thickness of 
ynetal, instead of two, three or four. 
These are countersunk into the 
folder. No metal protrudes, which 
means that desk scratching and 
paper tearing by fasteners are 
avoided, as well as wasted drawer 
space. 

Another time-saver we use is a 
desk-size sorting device. This sim 
ple accessory is, I believe, illustra 
tive of the large amount of labor 
saving which can result from a 
small, inexpensive piece of equip 
ment. 

A series of dividers are mounted 
in a roller bearing container in a 
sliding carriage. The captions on 
he dividers vary according to one’s 
needs. Of our 10 sorting devices, 
which we use for sorting tax re 
ceipts, some are indexed alpha 
betically, others by number. To 
operate the gadget, the right hand 
lrops a tax receipt into its place be- 
ween the proper dividers while the 
other hand moves the carriage to 
the next position required. We do 
not have to pay employees for long, 
dreary hours of spreading tax re 
ceipts all over their desks and then 
straining their eyes, necks, and 
arms in search of each stack. 

Files can have sales promotion 
value. To interest an insurance 
client in further coverage, our in 
surance department presents the 
client with an individual file called 
“Personal Estate Survey.” This 

file is made attractively of leather 
ette. Inside the back cover the book 
| fold contains visible-margin 
| pockets for a detailed card record 
| of each policy held by the client 
Opposite this there is space for our 
survey of the coverage, together 
with a proposal for advisable 
changes or additions which would 
benefit him 


As a company with its own good 
reputation to maintain, we con 
idee it a responsibility to employ 

systems which afford the greatest 

possible speed, accuracy and econ 
omy in our service to both borrow 
ers and investors. In choosing files, 
| as well as all other equipment, we 
| look for those qualities, together 
with flexibility for expansion. 

To be economical, a basic sys 
tem in any operation must offer 
not only a suitable structure for 
present routine, but also a founda 
tion to support future growth with- 
out the upheaval of procedure re 
modeling. 


AND BurLpInG JouRNAL 





ADVERTISE BETTER... 
SELL MORE HOMES 


You don’t have to have “super” salesmen or use devious merchan- 


dising methods to push up sales volume. An important key to in- 


creased sales is the time and effort spent in writing newspaper ad 


copy. The author has built a successful year-in and year-out busi- 


ness and offers here some do’s and don’t’s and some sample ads 


HERE’S no doubt that devoting 
more time and thought to our 
advertising has paid off in increas- 
ed sales for our organization. We 
consistently sell from 60% to 70% 
of our listings every year .. . yet 
we don’t have “super” salesmen 
nor do we have any secret or de- 
vious methods for getting results. 
Advertising itself can’t make the 
sale but it brings in prospects . . . 
along with some “suspects” that 
have to be weeded out. But you 
have to get leads and the right 
kind of classified advertising can 
do that job. 

The largest part of the adver- 
tising dollar of the average real 
estate office is spent for classified 
advertising, and it is almost crimi- 
nal to see so much money being 
wasted on bad copy. 

The ability to know the differ- 
ence between good and bad copy 
comes from hard work and experi- 
ence. Here are some of the things 
that bad copy always has: 1) Trite 
expressions such as “owner left 
town,” “must be seen to be ap- 
yreciated,” “a home for gracious 
fiving:” 2) Abbreviations that 
only an acrostic puzzle fan can 
figure out; 3) “Shot-in-the-dark” 
descriptions that easily show the 
writer hasn’t seen the property 
he’s writing about; 4) Superlatives 
such as the word “perfect;” (some 
thing that’s perfect can’t be im- 
proved on .. . and this leaves the 
realtor out on a limb when the 
prospect finds a leak in the plumb- 
ing or a dark spot on the wall be- 
hind a picture); 5) Long involved 
sentences with words of many syl- 
lables. Ads should be written for 
the average person — not college 
professors. 


With these pitfalls in mind, 
what makes good advertising? 

In the first place the heading 
should arrest attention. One thing 
should be — right off... 
the price, location, room descrip- 
tion, construction features, brand 
names. 

The body of the ad should be 
truthful and paint an interestin 
word picture of the home. It shoul 
also provide a good reason for call- 
ing the realtor to learn more about 
the property. 

Compare real estate ads with 
automobile advertising. Notice that 
automobile ads make you see the 
smooth, satiny finish and sleek 
lines of the car and make you feel 
the powerful surge of the new 
“Hurricane” motor. 

Here’s an example of an ad that 
shows how one realtor took the 
bull by the horns and produced 
an ad that has the strong appeal of 
originality and humor. 

LOVE-PROOF SALESMAN 
There's an old proverb, “To a man in love 
a harelip looks like a dimple.’’ That's right 
And to a romantic young couple a second-rate 
house might look like a dream home. To pro- 
tect the romantic element from buying the 
wrong property, we have been careful to as- 
semble in our sales department a hardened 
force of disillusioned married men, each one a 
veteran of the matrimonial wars. No danger of 
, very much in love, being sold 
Each of 
salesmen has love-proof judgement. You 
never saw a roup of more cynical, courteous, 
and Banat real estate men than we have 
to take you aroun 

The following ad of our own 
office was one of our best and drew 
much favorable comment. 

AS WE LIVE — WE GROW 
Perhaps your family has grown and needs a larg- 
er home. Probably you have also progressed 
financially and feel that you can afford a better 
home in a better location. In either case, several 
of the available homes described below should 
have some special interest. STONELEIGH. In a 
superior location, with a background of large 
shade trees, an all-brick Colonial home with five 


bedrooms and two baths. On the first floor are 
a reception hall, large living room with fireplace, 
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dining room with good wall space, breakfast nook 
and modern unit kitchen. H. W. heat with oil 
burner (S. and W. hookup), copper plumbing 
and spouting, and everything floors, walls, 
and woodwork in splendid condition 

rage and beautifully planted garden, partly en- 
closed by picket fence. Close to Stoneleigh school 


Another of our ads that brought 
23 replies and resulted in a prompt 
sale was this one: 


TOWSON COTTAGE 

At $20,500 in fee rambling brick home set 
back from the road among large shade trees on 
a lot 80x169 (irregular). There are three bed- 
rooms (two large and one small), also a powder 
room and tile bath on second floor. On the first 
fioor is a large paneled den which could be used 
as a fourth bedroom. a powder room, modern 
kitchen, dinette, and living room with real fire- 
place. Large brick terrace overlooking attractive, 
well-planted rear yard. Basement clubroom and 
attached garage 


Another point about classified 
advertising which should not be 
ovalethel is timeliness. If you 
are advertising a list of homes, try 
using an introductory paragraph 
that refers to some current holiday, 
a local or national sporting event, 
election day, or any number of 
other attention-getting occasions 

In line with this idea, we have 
prefaced some of our ads with 
these paragraphs 

“Enthusiasm is a magic word, 
and what a dull, drab life this 
would be without it. Enthusiasm 
about the Yankees or the Dodgers 
induced thousands to go many 
miles to see the World Series and 
caused millions to be glued to their 
radios until the end of the last inn 
ing. Of course, enthusiasm must be 
based on something tangible 
aud we think you will agree that 
we are justly enthusiastic about 
the homes described below.” 

“Your vote next November will 
have some influence upon the 
future welfare of America . . . and 
of the world. In the meantime, a 
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Advertise Better 


(Continued from page 39) 


unanimous vote for one of the fol- 
lowing worthwhile homes may 
have a large influence — the 
future happiness and well being 
of your family.” 

In the following ad, we capital- 
ized on the nationally-known 
names of building supply manu- 
facturers. 

WILTONDALE OPEN HOUSE TODAY 

2 to 6 p.m 
619 Wilton Road. Charming southern Colonial 
home, recently completed. When you visit it 
note the architecture and construction, also the 
finish and equipment. Youngstown kitchen cab- 
nets, Floorcrafters linoleum, Curtis windows 
Morgan front and rear doors, 2x10 Pacific Coast 
fir floor joists, six panel white pine interior doors 
An exceptional home at a price consistent with 
ts quality and surroundings 

Other ———s media have 
their value and help in the ulti 
mate result of selling homes, but 
classified advertising that is care- 
fully written and used consistently 
in the right agp. ay will de- 
serve most of the credit for a high 
annual percentage of sales of ex 
clusively-listed properties 


Mortgage Market 
(Continued from page 25 


that there are blocks of VA in- 
sured loans being offered at prices 
between 98 and Par, indicating 
that the supply of these mortgages 
is now exceeding demand. 

FHA insured 4.25% mortgages 
today sell. after servicing and ex 
cluding premiums, to produce a 
net yield of 3.75. Investment man 
agers have consistently preferred 
FHA insured mortgages to those 
insured by the VA. In a tight 
money market. I doubt that this 
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preference will continue if it in- 
volves a decreased yield. 

Again, assuming a 20-year mort- 
gage with an expected average life 
of eight years, a comparison be 
tween sale and yield on a FHA in 
sured mortgage will show the fol- 
lowing: to yield 3.70 it must sell 
for 1003¢, to yield 3.75 it must 
sell at par, to yield 3.80 it must 
sell for 9954 

Conventional mortgages have 
been selling, after servicing and 
excluding premiums, to moe, Ho a 
net yield of 4%. If the yield from 
this type of mortgage loan is to be 
consistent with its historical place. 
the net rate will have to increase 
to 4.25% and the gross to 4.75%. 

Here’s what may happen to 
yields in the conventional mort 
gage field, still assuming a 20 
year mortgage with an expected 
life of eight years. 

In this case, because we are not 
controlled by interest rates estab 
lished by government agencies, I 
shall use two different interest 
rates, one 414% gross and 4% net 
and the other 5% gross and 414% 
net. We will estimate the yield 
based upon an assumed fixed pre 
mium 

In the 414% gross and 4% net 
category, to yield 3.782 the per 
cent premium is 114, to yield 
3.711 the premium is 2. to yield 
3.639 the premium is 21. 

In the 5% gross and 414% net 
category. to yield 4.352 the per- 
cent premium is 14, to yield 4.205 
the premium is 2, to yield 4.133 
the premium is 214 

The premiums and yields I have 
given you indicate to me that the 
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rate on residential conventional 
mortgages will go to 5% with the 
probability that they may com- 
mand some small premium. 

I do not view the possible dis- 
appearance of premiums with 
alarm. Many business men have 
never had the experience of con- 
sistently charging borrowers for 
their services in arranging mort- 
gage loans. But over the long run 
it can be done and it is the sound- 
est method. 

Competition by lenders for mort- 
gage loans eventually becomes un- 
sound when it revolves around 
either who is going to make the 
largest loan or who is going to pay 
the largest premium for it. Our 
business will return to a sound 
basis of operations when mort- 
gage men are paid a fee by the 
mortgagor based upon the skill and 
quality of the service he renders. 

I am told that plans are being 
discussed whereby some lenders 
may offer to buy VA loans at par 
and get the increased yield by de- 
creasing the correspondent’s serv- 
ice fee. I advise against this type 
of practice because a reduction in 
the servicing fee can come to noth- 
ing but grief for both principal 
and correspondent. A loan corre- 
spondent, if he runs any cost ac- 
counting. knows that he cannot 
successfully operate for a service 
fee of less than one-half of one 
percent and render satisfactory 
service. 

If the tightening of the money 
market removes the bad practice 
of paying premiums for mortgages, 
let us not at the same time start 
another bad practice 
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Income Taxes on Homes 


BY BERT V. TORNBORGH, CPA 


SALES. When you sell your 
home you are taxable on the profit 
as a “capital gain” because the law 
classifies a residence as a capital 
asset. If you owned it for less than 
six months the gain is short-term 
(and fully accountable) but if 
owned for more than six months it 
is long-term and only 50% taxable 

Suppose you sell at a loss? No 
loss is deductible because your 
home is not considered held for 
business purposes. 

Almost all individuals file their 
tax returns on the cash basis and 
on this basis you have no profit to 
account for until you have re 
ceived, in cash or fair market value 
of notes or property, more than the 
home cost you. 

Your cost, against which you 
measure the profit, is what you 
originally paid, plus subsequent 
improvements. If you did much of 
the improvement work yourself 
you can just forget it as love’s labor 
lost. In the tax law, your sweat is 
worth nothing. You do not deduct 
anything for depreciation as this 
is not “recognized” on a residence. 

However, if you have had your 
residence rented out to tenants for 
a time, then you are allowed de 
preciation for such period and the 
total of it should be deducted from 
your cost in computing your profit 
on a sale. 

Assume that you own one or 
several homes that you rent out to 
others. What is tax effect in case 
you sell? If you held them more 
than six months and your long 
term capital gains for the year of 
sale exceeded your losses, then the 
profits are 50% taxable. If losses 
were greater than gains they would 
be fully deductible. 

Swaps. In the tax law these are 
known as “exchanges” and gen 
erally treated as sales. Here again. 
if you rent out homes and ex 
change one piece of property for 
another similar one there is no 
gain or loss . . . per Code Section 
112 (b) (1). 

This does not hold, however, for 
your own residence. Here are two 
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Home buying, selling, and related transactions all fall in the shadow 
of the big question, what effect will income taxes have on this deal? 
Our tax editor presents the first of two articles on this subject and 
it may pay you to have this data handy to help in future tax returns 


examples that show how this 
works. If you own a home worth 
$20,000 and exchange it for one 
whose fair market value is also 
$20,000, there is no gain or loss on 
the transaction and no deprecia 
tion recognized 

On the other hand, suppose your 
home cost $8000 and you put 
$4000 worth of improvements on 
it. If you rented it for two years, 
the depreciation deduction is $500, 
leaving a tax basis of $11,500 
Then if you exchange this proper 
ty for one whose fair market value 
is $20,000 your taxable gain on the 
transaction is $8500. 

RENTED PROPERTY. If you 
have a property that you rent out, 
it comes in the “trade or business” 
category and in addition to the 
above deductions you can take all 
normal expenses such as insur 
ance, repairs, heating, water bills, 
and depreciation. 

You can not take a deduction 
such as “capital expenditures.” 
They should be added to the cost 
and then depreciated. The differ 
ence between deductible repairs 
and capitalizable replacements is 
inherent in the item itself. If of 
such a nature as to prolong the 
life of the property by more than 
the current year, then the cost is 
a capital outlay. For saasges se new 
roof, enlarged heating plant, et 
cetera. 

ASSESSMENTS. If 
for local improvements, such as 
sidewalks, sewers, and so forth, 
they are not deductible. These are 
capital outlays and add to the 
vale of the property. Instead of 
you yourself making improve 
ments to your property, they rep 
resent improvements made by the 
town or municipality and billed to 
you. Also, attorney's fees to clear 
or defend title are not expense but 
rather part of cost 

TAX DEDUCTIONS. A tricky 
special situation applies as between 
buyers and sellers of homes con 
cerning which one takes deduc 
tion for taxes. 
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This is illustrated by the anoma 
ly of the buyer paying the tax at 
the time of closing, but the seller 
being the one who is entitled to 
deduct it. This comes about by the 
tax law proviso that whoever has 
legal title when the tax accrues is 
the one who can deduct it 

The exact definition as to when 
the tax accrues depends on the 
laws of each state. The U.S. Su 
preme Court has pronounced this 
guide, “As between the buyer and 
the seller, the lien date. or the date 
of personal obligation, will be con 
trolling.” 


INCOME. If you own your own 
home the rental value of it is not 
considered income. If you have a 
tenant the rents are income 
whether paid to you in cash or 
otherwise. On the cash basis you 
report them in the year of actual 
receipt and on the accrual basis 
you report them in the year they 
are due whether or not collected 

Rentals paid to you in advance 
bring up another of the inconsi 
tent rules of tax law. Such rentals 
are considered income in the year 
of receipt even on the accrual 
basis. There is no such thing as 
“prepaid rentals.” 

If a tenant pays you a sum as 
consideration for cancellation of a 
lease such payment is treated the 
same as rent income. On the other 
hand, if you pay the tenant in 
order to have the lease cancelled 
the payment is taxable income to 
the tenant. 


LEASE OPTIONS. Assume ihe 
case of a lease-with-option-to-pur 
chase. Payments from the tenant 
remain taxable income to the land 
lord so long as the agreement does 
not create equity for the tenant 

However, in case the agreement 
specifies a certain allocation as 
rent and the remainder as applica 
ble toward the purchase price 
then the rent portion is ordinary 
income and he purchase price 
portion is capital gain. In case you 
are a dealer, then both parts would 
be ordinary income. 
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How to boost heating efficiency with . . . 


INSULATING CONCRETE 


Home buyers today are looking more carefully and appraising 


more critically the 


“selling points” 


of a home than ever before. 


They have learned from magazine articles, friends, and general 
“shopping around” where and how to look for quality in home 
construction. One thing they want to check is the efficiency of a 
heating system. The ways insulating concrete can help get more 
livability from radiant heating systems are discussed in this article 


f gees RECENT development of vermiculite insulat- 
ing concrete has given the building industry an 
opportunity to provide home buyers with radiant 
heating systems that are more practical and efficient. 

Although vermiculite concrete has been used with 
good results as an insulating base for conventional 
concrete floors for a number of years, it has now be- 
come almost synonymous with the many different 
types of radiant heating. 

The “lift” that a heating system receives from an 
insulating base is aptly illustrated by the success in- 
sulated concrete floors have had in many farm build 
ings. Here in barn, poultry, and other buildings the 
concrete topping remains warm and dry, even with- 
out the benefit of radiant coils . a decided advan- 
tage over the cold and damp floors that result when 
sand-gravel concrete is poured on the ground. 

In today’s basementless homes with central heat- 
ing. concrete floor slabs can be made to remain com- 
fortable the year around. And in most climates, only 
three or four inches of vermiculite concrete is re 
quired for an adequate insulating base. 

One of the major problems of a radiant heat sys- 
tem whether using Re air, hot water, steam, or elec 
tricity for its heat energy, is that heat radiates in all 
directions when given the opportunity to do so. The 
radiation that travels in the direction away from the 
interior of a room is lost energy and consequently 
the effectiveness of the system is greatly reduced. 

The attempt to bring all of the available radiant 
energy of a system into the room has gone on for 
some time. Many ingenious combinations of insulat 
ing materials have been employed in this process. 
One insulating medium which has shown up very 
well is vermiculite insulating concrete. 

Vermiculite is an inert mineral that exfoliates 
upon processing at 2000 degrees Fahrenheit, thereby 
entrapping many tiny, dead air cells within the par- 
ticles which provide the insulation against the pas 
sage of heat. 

The vermiculite particle is lightweight, fireproof, 
rot-proof, vermin-proof, and when used as an aggre- 
gate and mixed with Portland cement and water 
gives an economical concrete that has all of the above 
properties. 

The insulating concrete mix in common use is one 
cubic foot of cement to six cubic feet of vermiculite 
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aggregate. This mix has a thermal conductivity co- 
efficient of 0.76 BTU /Hr./Sq. Ft./at zero degrees 
Fahrenheit per inch of thickness. This is equivalent 
to 12 to 16 inches of ordinary concrete. 

A good beginning for eliminating many problems 
in installing radiant panel heating systems in con- 
crete slab construction is to use a good gravel fill 
beneath the slab. This should be high enough so that 
the slab may actually be poured above grade level. 
Capillarity of soil water is greatly reduced and good 
drainage is assured when these factors are considered 

To prevent moisture from further entering the slab 
area, a good vapor barrier should be used over the 
gravel fill on which the vermiculite concrete is pour- 
ed. When these stipulations are met, the moisture 
free insulating concrete can efficiently do the job for 
which it was designed, that of reducing heat loss to 
the ground. 

Flexible copper or wrought iron coils and a hot 
water or steam medium is the most common type of 
radiant heat system. In this installation, the coils are 
placed on the insulating base and covered with ap 
proximately one inch auaieers sand-concrete. 

The principle of this combination is that the ver 
miculite concrete below the coils has a low thermal 
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This line drawing shows a typical concrete floor slab construc 
tion. Insulating concrete aggregate is placed over a gravel fill 
and radiant heating coils are placed on the base. 
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conductivity while the ordinary sand-concrete above 
and around the coils has a high thermal conductivity. 
This arrangement allows for the heat energy to trav 
el upward where it belongs. 

The thermal inertia of the ordinary concrete is 
rapidly overcome and radiant energy is made avail 
atte for the occupants of the room. The insulating 
concrete below the coils helps in overcoming the 
“lag” that is commonly associated with a radiant 
heat system. 

Electrical radiant heat has undergone extensive 
experimentation as the practicability of electrical 
energy for use in heating has long been recognized. 
The deterrent that still exists and limits the use of 
electrical energy is the high operating cost. 

However, with the adoption of vermiculite con 
crete as the insulating medium, a great step was tak- 
en to make this system practical and feasible in —_ 
of energy cost. Where the greater portion of the elec- 
trical input can be made available as radiant energy 
within the room, electri-radiant heating can prove 
equally as economical as the other types of energy, 
hot water, steam, or forced hot air. 

A “Heatsum”’ cable has been developed that is used 
in electrical radiant systems. One heating installa 
tion using this cable calls for a layer of ordinary con 
crete to be poured over a gravel bed and covered with 
a three-inch thickness of vermiculite insulating con- 
crete. The Heatsum cable is then attached to this lay- 
er and topped with 1% inches of sand concrete. 

The “U” factor of this combination is approximate 
ly .124BTU/Hr./Sq.Ft./at zero degrees Fahrenheit. 

Another electrical system in use specifies a gravel 
fill upon which is poured four or five inches of ver 
snicaliee concrete. The heating cables are then stapled 
and topped with two inches of ordinary concrete. 

Whenever radiant heat systems are considered the 
radiant-tile panel heating unit must be included. 
This system makes use of the hot air in the panel 
heating of the room unit by sending it through the 
tile ducts in the floor. 

In basementless structures, these tiles are placed 
on an insulating base and covered as desired. Tiles 
are available with sufficient strength and abrasive 
resistance that a wearing surface or topping is not 
required. 

Often the tile is left exposed and the top ground 
and polished. There are numerous innovations of this 
system — some using cast concrete to form the ducts, 
the bottom surface of these ducts being of insulating 
concrete. 

Recent studies of heat loss have shown that the 
greatest loss occurs around the perimeter of a struc- 
ture. Perimeter heating was developed to compen 
sate for this factor. Ducts for this type heating must 
of necessity be insulated from the outside and bot- 
tom and vermiculite concrete has worked very well 
as this insulating medium. : 

Perimeter insulation, however, is desired in any 
type of basementless structure. A standard mix for 
this insulating base is a 1:6 ratio of cement to in- 
sulating aggregate. When installing, the insulating 
base is sloped downward toward the footing to an 
ultimate thickness of 12 inches. 

The advantages inherent in any radiant heating 
system can be amplified where good technique in in- 
sulating is practiced. The “over-ride” of temperatures 
and the “lag” when attempting to warm a room are 
both reduced where insulating concrete is used be 
low the heating coils or elements. 
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Colorado Realtors — 


(Continued from page 28 


ried on more or less under the same circumstances 
with most offices using lease forms, eviction notices, 
et cetera. incident to management business which 
have been prepared by and approved by the man 
ager’s attorney and printed so that only blank spaces 
need be filled in. Unusual lease contracts have al 
ways been handled by our realtors with the same in 
sistance that attorneys for both parties examine 
instruments drawn by one or the other parties to the 
lease. 

Realtors feel that the public has been protected at 
all times by the rather strict procedure over the past 
many years, and suits brought against our three 
prominent associates will be vigorously fought. 

In many places Colorado is sparsely settled, with 
the result that in some communities there is but one 
attorney. It is our understanding that an aitorney 
cannot ethically represent two clients and therefore 
it would be impossible for the broker in such a com 
munity, were the courts to agree with the Bar Asso 
ciations, to continue to do business 

Other brokers cannot see any reason jor having an 
attorney present, for example, whenever an option 
for sale or purchase might be drawn, stating that at 
torneys would not cooperate in obtaining an olfer at 
the peculiar hours sometimes prevailing in our every 
day practice. They cannot imagine a typical attorney 
wanting to leave the golf course on Sunday afternoon 
to aid in filling in such a simple form 

No property manager can possibly contemplate 
continuing business were he restrained from execut 
ing a simple month-to-month lease which takes only 
three or four minutes to prepare or from issuing evict 
tion notices for non-payment, which during the past 
several years have been used only to expedite collec 
tions. Nor can a management man contemplate the 
necessity of having an attorney at his elbow during 
the hours and sometimes weeks of tedious negotia 
tions leading toward long-term lease agreements 

Many of our members have recited to us instances 
where attorneys have assumed the role of an ap 
praiser, in that a certain attorney advised a broker's 
chent not to buy a parcel of property as it was not 
worth the price asked. Members have recited to us 
cases where attorneys have acted as brokers and also 
have attempted the role of a professional manager 
through collection of rents and general management 
of property found in estates 

Our individual defendants have chosen outstand 
ing counsel and the three attorneys called upon have 
agreed to work very closely with the counsel for our 
association, who is also an outstanding member ol 
the Colorado Bar Association. The three defendants 
have agreed with our committee that no individual 
will withdraw from this action without consent of 
the other two defendants and our committee 

We know that many prominent members of the 
Bar are not in sympathy with the suits as filed. We 
know that our members will be literally forced out 
of business should we not wage a vigorous defense 
We therefore are raising a very sizeable war chest 
and will battle the suit through, not only for the good 
of the Colorado realtors and brokers. but hope that 
we may establish a precedent which may be for the 
good of the whole industry. as we know no matietr 
what the decisions may be in the lower court that 
this will finally be passed upon by the Supreme Court 
of ( olorado 
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By GEORGE F. ANDERSON 


LEASED a bungalow to a ten 

ant, and one day when he paid 
his rent he didn’t ask me, but he 
told me, that he was going to re 
move the partition between the 
dining room and the living room, 
and convert it all into one room. I 
told him that he wasn’t going to 
do anything of the kind. He said, 
“there’s nothing in the lease 
against it.” And there wasn't be- 
cause it was a short form lease. 
But what the law calls 
“waste” and it is not permitted, 
lease or no lease. Anything is waste 
which changes the character of the 
inheritance. Palmer vs. Young, 105 
App. 252. There have been liter 
ally hundreds of cases as to what 
is and what is not waste. and it is 
an important thing in long term 
leases to define just what the ten 
ant may, and may not, do. In leas 
es of apartments it is not so im 
nortant because it is not once in a 
dog’s age that the tenant attempts 
to do anything that would present 
the problem 


this is 


TP HE statute requires a firm do 


ing business under an assumed 
name to register with the County 
Clerk, giving the full names of all 
the members of the firm. For in 
stance, if I did business under the 
name of “GEO. ANDERSON & 
CO.,” the firm would have to reg 
ister showing who the “CO.” is 
Our Appelate Court has gone so 
far as to hold that a real estate 
firm that was not registered could 
not recover a commission, and a 
seller of goods could not recover 
the purchase price of the goods 
A recent case. John Grody, doing 
business as Modern Furnace Co 
vs. Mary Sealons, not yet pub 
lished in the Advance Sheets has 
reversed this ruling. It held that it 
was not the intention of the legis 
lature that the law should operate 
so harshly. A violation of the stat 
ute subjects the violator to a penal 
ty but does not effect any contract 
that he enters into. 

A petition for a rehearing has 
been filed. 


T’S no use crying over spilled 


milk. But to think about the 
that you have done some 
thing foolish and to ask yourself 
why you did it is not crying over 
spilled milk. It is benefiting from 
experience. 
One of my 


times 


clients in 1935 had 


Nationa Rear Estar 


AND BuILDING JoURNAI 


What alterations a tenant makes are considered unlawful “waste” 


under terms of his apartment lease? if a firm called “Blank & Com- 


pany” fails to register names of “company” members, can it sue to 


recover commissions due? Our expert cites the law on these points 


35 individual mortgages rangin 
from $2.500 to $5.000 each and 
aggregating $125,000 and_ they 
were all. in default. He was dis 
couraged and panicky and did not 
want to advance or risk one cent 
in fees and costs. He wanted to 
make some arrangements with m 
to foreclose the mortgages, paying 
all costs, take over the buildings, 
manage and sell them on 
partnership basis 

I thought it would be a smart 
thing to take a realtor in with me 
because then I could take care of 
the legal part and he could take 
over the buildings and manage and 
sell them. So one Sunday the real 
tor took another realtor along and 
we went out to look at the build 
ings. The first building was the 
worst in the block. the second and 
third were the same. The realtors 
began to have a hilarious time 
They said, “Don't tell us the ad 
dress. Just tell us the block and 
pick out the building.” 


some 


we can 
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That was. generally speaking, true 
My client. while he was a good 
business man and a penny pinch 
er, had bought the mortgages from 
a lodge brother without looking at 
the properties. The lodge brother 
man and had in 
vited my client out to social func 
tions which flattered him and play 
ed on his vanity 
buy anything 
The realtors said, “You've got 
to get all your advances back and 


was a society 


so that he would 


a half interest in the buildings.” I 
thought this was too much but was 
swayed by their opinions. I didn’t 
get the job. Another lawyer got 
it on a 35 per cent basis The 
buildings finally sold for $225,000 
and this meant a new profit to the 
lawyer of $75.000. When I men 
tion this to the realtors they say 
“Don’t cry over spilled milk.” I 
say to myself, “Don’t be 
too much by others 
they have to say 
judgment 


swaved 
Listen to what 
but use your own 
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Contemporary Designed Prefabs 

Three “New Design” prefabricated homes using 
contemporary design principles, are now being man- 
ufactured by the Pease Woodwork Company of Cin- 
cinnati, Ohio. 

The two-to-four-bedroom models have wide eaves 
overhanging both the front and rear of the home. The 
underside of the eaves contains a continuous screened 
ventilating strip through which air is expelled by an 
attic fan. 

Horizontally-sliding windows, a two-light insulat- 
ed plate glass picture window, kitchen ventilating 
fan. ceiling-high sliding-door closets, and “dry wall” 
construction for interior walls and ceilings are other 
features of the homes. 


Rotary Mecsuring Device 

A five-ounce, pocket-size measuring device design- 
ed to make the appraiser’s job of measuring buildings 
both easier and faster is available from the Pix Prod- 
ucts Company, P. O. Box 337. Cedar Rapids, Iowa. 

The instrument consists of a measuring wheel. 
marked off in inches, that is attached to a small wood- 
en handle. The wheel makes an audible click for each 
foot measured so an appraiser need only listen for the 
“clicks” to get foot-length measure. The one-hand op- 
eration leaves the other hand free to carry the usual 
data pad and pencil. 


Some New Items ..... 


SKID-PAD 
75c 


A real convenience for every phone. Stops chasing notes across the desk as 
you write. Holds dozens of Prospect Cards. Phone leg drops firmly into 
shaped slot, or use as a clipboard. Pencil will stand erect in clip holes. 


SKID-PADS @ 75c each $ 


AMORTIZATION TABLES 


NEW ¢ EASIER TO USE « Why? Because 
tables are printed on slotted Salesbook Index 
stock . . . ready for instant reference 
right in each 3 ring salesbook 


$100 to $20,000 on each card. Set 
includes 4%, 44%, 5%, 6% 


Send us sets @ 50c ea. $ 





SPECIAL MANAGEMENT SET 
150 Expense ANALYSIS cards, in 
Fite Box with proper indexes @ 3.00 








The EXPENSE ANALYSIS Card (one for each deal) is used by the 
closing man’’ to find which advertising expense produced the most sales. 


PREPAID, ENCLOSED OUR CHECK FOR 
NEW ITEMS, LOWER PRICES Write for folder ¢ 


HARRIS N. KROLL & CO. 


1110 BRENTWOOD BLVD. ST. LOUIS 17, MO. 
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Color Decorating Aids 

Two new color services to be used in planning 
home decorating are being distributed to dealers by 
the Sherwin-Williams Company of Cleveland, Ohio. 

The Paint and Color Style Guide with 100 poster- 
sized pages accentuates the effect of harmonious color 
combinations, rather than paint products. To provide 
added assistance to homemakers, artists’ wegen ap- 
pear opposite the actual room photographs and por- 
tray the identical room in various color combinations 

Index tabs of the Style Guide Companion direct 
the homemaker to pages containing 139 basic paint 
colors. The book offers many color combinations vary 
ing from deep shades to popular light colors. 


Fresh Air Intake 

To help provide a full supply of fresh air in today’s 
more weather-tight homes, Coleman Company of 
Wichita, Kansas. has introduced a fresh air intake for 
use with its Blend-Air heating and ventilating system. 

Fresh air is piped directly to the furnace and heat- 
ed before being directed into the rooms. The system 
utilizes the attic as a weather-protected reservoir of 
clean, fresh air. 

The space between a pair of wall studs is used to 
conduct the air from the attic to a pipe which feeds it 
back to the furnace. A simple control at baseboard 
level allows regulation of the amount of fresh air 

In the combination fresh air intake and Blend-Air 
system, wall blenders replace registers of the conven 
tional forced warm air heating system and operate 
automatically to keep the air in each room circulating 
steadily. 


Portable Dehumidifier 


A portable, 60-pound, one-eighth horsepower “Hu 
midry” unit designed for a wide range of dehumidifi- 
cation jobs is available from Carrier Corporation. 
Syracuse, New York. It is fitted with casters and 
handholds so it can be easily moved and it can be 
plugged into any standard 115-volt circuit. 

Under conditions of 80 degrees Farenheit and 70% 
relative humidity, it is capable of removing as much 
as 18 pints of water from the air in an average space 
every 24 hours. 

The unit is enclosed in a flat-topped rectangular 
cabinet measuring 2314x1714x131% inches and has a 
baked hammertone enamel finish 


Multi-Breaker Development 

The Square D Company, Detroit, has extended 
the application of their type MO 20 Multi-breaker 
load center with the availability of a split main bus. 

The bus has been segregated in order to allow the 
control of all lighting circuits by a main breaker 
while other heavier circuits, such as range, dryer. and 
sub-feeds, are controlled by parallel main breakers. 
With this arrangement, an economical 100- ampere 
circuit breaker service entrance device is available. 

Various arrangements extend the use of Multi- 
breakers from one through 42 circuits. Detailed in 
formation may be obtained from the manufacturer. 


Wall Insert Heetaires 


The production of wall insert radiant Heetaires of 
1000 to 1250 watts with built-in thermostats, has 
been announced by Markel Electric Products, Inc.. 
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and La Salle Products, Inc., Buffalo, New York. 

With a new automatic themostatic control, the wall 
heaters produce and maintain any desired tempera- 
ture between 40 and 85 degrees F. The two new 
models, finished in highly polished Nuchrome or 
ivory enamel, are guaranteed for one year to be free 
from defective materials and workmanship. 


Electrical “Plug-in” Strip 

A “Plug-In” strip wiring system with every re- 
ceptacle grounded to the steel channel of the strip 
and manufactured by National Electric Products Cor- 
poration of Pittsburgh, Pennsylvania, helps reduce 
fire, life, and casualty hazards in the home. 

The CF2-G Grounding plug-in strip is made of 24- 
gauge steel and wired with number 12 AWG copper 
wire conductors. Receptacles are made of heavy 
bakelite and are spaced every six or 18 inches. Con- 
nections are made with copper-barrel connectors, 
crimped on to conductors. The strip comes in six- 
foot lengths in neutral satin-gray finish. 


Fibre Tubing for Perimeter Heating 

A new development for use in hot air heating sys 
tems is a fibre duct which when embedded in con- 
crete floor slabs is used as a supply or return line in 
radial or perimeter hot air heating with oil or gas 
furnaces. 

Called “Sonoairduct,” the product is said to be a 
satisfactory substitute for metal, glazed tile, or con- 
crete blocks. It will not delaminate when placed un- 
der water or exposed to excessive moisture, is fire re- 
sistant, and improves with age because it cures with 
heat. 

It is available in lengths up to 25 feet and in inside 
diameters from two to 24 inches, inclusive. The ma- 
terial can be cut with a hand saw or power saw. A 
four-foot length of eight-inch I.D. Sonoairduct 
weighs six and one-half pounds. 

Inquiries regarding the product should be mailed 
to Sonoco Products Company, Hartsville, South Caro- 
lina. 


Steel Supporting Columns 


John Shoub and Son of Pittsburgh, are offering 
builders and contractors two new types of plastic 
coated steel columns. The fixed-length column is 
furnished in any exact size under nine feet. The ad 
justable model may be used for any desired height. 
Furnished with top and bottom plates, the columns 
may be bolted to wood or steel beams and may be 
anchored in concrete footing. The posts may be dec 
orated in any color scheme, if desired. 


Perimeter Insulation 


Fiberglas perimeter insulation for concrete floor 
slabs in home construction is available from Owens 
Corning Fiberglas Corporation, Toledo. 

Used to help provide for greater comfort in a home, 
perimeter iaaeaion also serves as an expansion 
joint to protect concrete slab floors. 

The insulation may be applied vertically or hori 
zontally and on existing structures may be applied 
to the exterior of the foundation, carried 12 inches 
or more below grade. 

At 75 degrees Fahrenheit, the three types of Fiber 
glas perimeter insulation have thermal conductances 


of .31, .28, and .33. 
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for america’s 
finest buildings 


Architect Tibbals— Crumley — Musson, Columbus 
inks Suppleed by Leitler Cabinet Co. Cob 
Etkay Representatie Arthur Gibbons Co 


the only sink 
AWARDED FASHION 
ACADEMY 

GOLD MEDAL 

FOR EXCELLENCE 
OF DESIGN 


Parklawn Manor selects sinks of 
Elkay Lustertone Stainless Steel to add 
extra value and appeal to its 384 
impressive rental units. They realize 
that the silvery satin of Lustertone’s 
time-honored, time-defying sinks will 
keep their kitchens looking better 
forever—with minimum maintenance. 
Owners know thai famous Lustertone 
remains permanently bright, 
unstained and untarnished ...never 
needs scouring or bleaching. 


Write for liter es 


des manufacturing €0., 1896 S. 54th Avenue, Chicage 50 


The World's Oldest Manufacturer of Stainless Steel Steel Sinks 








CASH -= 


for hotel properties 


IN ANY CITY 


COAST TO COAST 


CANADA OR MEXICO 
ow 


Our representative will be glad to call and work 
with you. 
For satisfactory arrangements, utmost dependability 
and outstanding security WRITE or CALL COLLECT. 
H. J. Dato, 
REAL ESTATE DEPARTMENT, 
3500 BOOK TOWER BUILDING, 
DETROIT 26, MICHIGAN. 
"PHONE WOodward 2-5400 


cow 


WE ARE NOT BROKERS 
WE ARE HOTEL OPERATORS 
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FOR DEPENDABLE, LOW-COST 


rotection 


WHEREVER YOU BUILD, USE 


SISAL- REINFORCED 
PROTECTIVE PAPERS 


SISALKRAFT used for closing-in, 


You'll find it pays to use SISALKRAFT 
in every possible way on every job... 
for closing-in . . . for sheathing-paper 
. .. under all concrete slabs . . . under 
all flooring . . . under stucco... as a 
moisture-vapor barrier . . . for curing 
and protecting concrete . . . and many 
other uses. 


SISALATION Reflective Insulation 
combines insulating and moisture- 
vapor barrier qualities in one low-cost 
quality product. 


More contractors and builders use 
SISALKRAFT Products than any other 
similar material. 

SISALATION is easy 


to apply, effective, 
low-cost insulation. 


Write Dept. NR5 
for free samples and data 


PROTECTIVE PAPERS 


THE SISALKRAFT CO. 
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Encouraging news for the nation’s home builders came out of the 


NAHB-sponsored Memphis low-rent housing clinic held early this 
month. The 350 builders attending predicted that chances are good 
for 1951 housing starts to top official government target of 850,000 
units . . . maybe even reach last year’s record-breaking total of 
1,400,000. To do this, the builders say they’re going to stress low 
cost rental units and money- and material-saving construction 
methods. The general feeling is that there is a way to lick federal 
controls, shortages, lack of financing. 


With more and more persons recalled to active duty, the San Diego 


Real Estate Board recently published a suggested clause to be in- 
corporated in rental leases to servicemen: “That in the event the 
lessee is transferred permanently from San Diego County by order 
of the United States Government, this lease shal! be terminated 
upon written notice to the lessor. Said notice shall be delivered on 
or before the date upon which the rent is due and payable here- 
under. and such termination shall become effective 30 days after 
such date. In such event. any money deposited as security for the 
payment of rent hereunder shall be applied on account of the rent 
for the last month’s occupancy.” 


New York savings banks are eyeing out-of-state mortgage invest- 


ments since passage of a bill permitting such purchases. Several 
large Eastern banks are said to be scouting properties in Ohio, 
Michigan, and Pennsylvania for investment purposes. 


Railroads are scrambling for real estate business these days be- 


cause of industry's ambitious expansion plans. Heavier freight car 
goes are inspiring the activity. Railroads, anxious to lure new fac- 
tories to their tracksides. are selling land they already own, buying 
sites for would-be industrial settlers, and acting as agents for 
property along their sites that’s held by others. In 1950 more than 
2000 industrial plants picked sites valued at almost $800 million 
along railroad rights-of-way. 


Realtors are studying the formation of a central mortgage discount 


bank as a long-range solution to recurring shortages of mortgage 
funds for financing real estate and construction. NAREB President 
Alex Summer says the bank should be organized under a Federal 
charter. but owned and operated by mortgage lending institutions. 
The institutions would have the right to sell their mortgages, if they 
so desired to the central mortgage discount bank in some propor- 
tion to their stock interest in the bank. Such a central bank could 
sell bonds or debentures to the public, secured by the mortgages it 
buys, thus drawing on public savings up to 20 times its capital and 
reserves 


News Nibblings: Aubrey M. Costa, president of the Southern Trust 


& Mortgage Company of Dallas, takes over the reins of the Mort- 
gage Bankers Association of America as president for the 1951-52 
term. . . . Builder Michael Petruska of Fair Lawn, New Jersey. 
surveyed buyers of the $11.950 homes in his 150-unit project, found 
the average buyer is 33 years old, his wife is 32, he holds a salaried 
position paying $4423 annually. and has two children. . . . Realtor 
Bill Engel. president of the Birmingham, Alabama, Chamber of 
Commerce, helped direct a recent record-breaking fund-raising 
drive for a national promotional campaign to bring new industries, 
warehouses, and sales offices to the Birmingham district. 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 


SALES 


@ALBANY, N.Y 
Picotte Realty, Inc 
120 Washington Ave 


@AUGUSTA, GA 
Sylvia M. Barry 
Augusta’s Leading 

Realty Broker 


@ DENVER, COLO 
Garrett- Broniiche & 


mpan 
Security Building 


@DENVER, COLO 
v. és. Dunton Realty 


ws “10 Midland Sav- 
ings Bidg 


@KNOXVILLE, 
TENN. 
Richards Real Estate 


° 
722 Market St 


@NEW YORK, N.Y 
Fass & Wolper, Inc. 
7 East 42nd Street 
Main Street Proper- 
ties Anywhere in 
the U.S.A 


@ ORLANDO, FLA. 
Harlow G. Fredrick, 
Anywhere in Florida 


@ ROCHESTER, N.Y 
Wilder Realty Co., 


nc. 

Burke Building 

Buy and Sell in 
all States 


e TOLEDO, OHIO 
Schuster & Co 
George E. Schuster 
Gardner Building 


FOR EXPERT 


APPRAISAL SERVICE 


e@COLUMBUS, OHIO 


— P. Zinn & 
37 North Third St 


@CONCORD, N.H 
William E. Sleeper 
Realtor-Appraiser 

@ EAST ORANGE 
N.J. 

Godfrey F. Preiser, 
M.A.1. — S.R.A 
1 N. Harrison St 

@LOS ANGELES, 
CALIF. 

Marshall W. Taggart 
1640 Wilshire Blvd 

@ MINNEAPOLIS, 
MINN 
Norman L. Newhall, 

Al 


519 Marquette Ave 


@ NASHVILLE, 
TENN 


Biscoe Griffith Co 

—Since 191 

214 Union Street 
enn.—Ky.—Ala 


@ NEWARK, N.J 
Harry J. Stevens, 


478 Central Avenue 


@ NEWARK, N.J 
Van Ness Corpora- 
tion, 
Ht. W. Van Ness, 
President 
24 Commerce St 


@NEW YORK, N.Y. 
Scientific Appraisal 
ong ey 
7 East 42nd S$ 
$200,000 nes So and 
up only 


@PHILADELPHIA, 
PA 
Richard J. Seltzer, 
N 
12 South 12 Street 
eST. LOUIS, MO 
Ono : Dickmann, 
M.A.L. 
1861 Railway Ex- 


change Bldg. 


eST. LOUIS, MO. 

Henry R. Weisels 
et ompany 

R. — Est. 1894 

38 North Eighth 


@ TOLEDO, OHIO 
Howard W. Etchen, 


M.A.I 
Etchen-Lutz Co 


FOR LAND PLANNING 


@WILMETTE. ILL. 


West 


yron ° 
916 Greenleaf Ave 


FOR IDEAL 
STORE LOCATIONS 
@ ALBANY, N.Y. 


Picotte Realty, Inc 
120 Washington Ave 


= W ORLEANS, 


i Fellman & Co. 
829 Union Street 


@AUGUSTA, GA 
Sherman-Hemstreet 


Realty Co H. F. Bradburn, 
S01 Broad Street Fidelity Bldg 


@ BALTIMORE, MD 
B. Howard Richards 
I 


@OKLAHOMA CITY 
a OKLA. 
Morris Bidg 


Tom Pointer Co 
304 Local Bidg 


@DES MOINES, IA 
— Investment eST. LOUIS, MO 
Retail, Wholesale, Isaac T. Cook Co 
Industrial 1818 Arcade Bidg 


@KANSAS CITY, 
MO. 


Mosely & Company 


y 
Retail, Wholesale, @SARASOTA, FLA 


Industrial Don B. Newburn 
Suite 1111. Insur- 144 So. Pineapple 
ance Exch. Bide Ave 


@ WASHINGTON, 
D.C. 
Shannon & Luchs 


a 
1505 H Street, N.W 


FOR PROPERTY 

MANAGEMENT 

@COLUMBUS,OHIO = eDENVER, COLO 
William P. Zinn & V. J. Dunton Realty 


Co 
4010-10 Midland Sav- 
ings Bidg 


o 
37 North Third St 


@ DENVER, COLO 
Garrett-Bromfield & 
Company 
Security Building 


@ }OLEDO, OHIO 
Schuster & Co. 
George E. Schuster 
Gardner Building 


@ TOPEKA, KAN 
Greenwood Agency 
108 East Seventh St 


FOR FARMS 
AND RANCHES 


@ DENVER, COLO 
Vv. 7. Dunton Realty 


400-10 O Ntidland Sav- pany 
ings 412 W. 6th Street 


@LOS ANGELES, 
SALIF 


California-Nevada 


@ OKLAHOMA CITY, 
OKLAHOMA 
Patterson Realty Co. 
202 Hales Bidg 


@OKLAHOMA CITY 
OKLA. 


FOR CHAIN STORE 


LOCATIONS 


@ALLENTOWN, PA 
The Jarrett 
Organization 
842 Hamilton St 
Specializing East 
ern Penna 


e@COLUMBUS, OHIO 


William P. Zinn & 


o 
37 North Third St 


oo” HENECTADY 
N.Y 


R. C. Blase 
434 State St 


@SYRACUSE, N.Y 
Jackson M. Potter, 
nc 
237 East Genesee St 


e@ TOLEDO, OHIO 
The Al E. Reuben 


Company 
618-20 Madison Ave 


FOR INDUSTRIAL 
SITES & PROPERTIES 


@ ALBANY. N.Y 
Picotte Realty, Inc 
120 Washington Ave 


@ALLENTOWN, PA 
The Jarrett 
Organization 
842 Hamilton St 
Specializing Fast 
ern Penna.” 


@COLUMBUS, OHIO 
William P. Zinn & 
Company 
37 North Third St 


@CONNECTIC 
AND VIC INITY 
Nathan Herrup, Inc 
61 Allyn St 
Hartford 


@e INGLEWOOD 
CALIF 


Emerson W. Dawson 


P.O. Box 555 


@ KANSAS CITY 
MISSOURI 
Moseley & Company 
Retail. Wholesale 

Industrial 
Suite 1111, 
ance Exch 


@ MOBILE, ALA 
Thos. M. Moore 
Industrial Site 

Specialist 


@OKLAHOMA CITY 
OKLAHOMA 
Tom Pointer Co 
304 Local Bide 


eST. LOUIS, MO 
Otto J. Dickmann, 
M.A.I 


1861 Railway Ex- 
change Bide 


eST. LOUIS, MO 
Henry R. Weisels 
Company 
S.LR. — Est. 1894 
318 North Eighth 


@SAN JOSE, CALIF 
Thos. L. Mitchell & 
Company 
97 E. Santa Clara 
St 


e@ SCHENECTADY, 
NY 
R. C. Blase 
434 State St 


@ TORONTO, 
CANADA 


Shortill & Hodgkins 


imite 


2781 Yonge Street 
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ahead... 
JUST ONE YEAR! 


Can you predict the building picture a year from 
now? Increasing building for defense and re- 
allocation of materials for defense production 
must be considered; manpower and time short- 
ages will enter the picture. 


WHERE WILL YOU BE? 
With Gunnison H , you can build twice as 
many homes, in half the time, without the un- 
certainties of a conventional building! Field 
erection is easy, fast, standardized, requires a 
minimum of skilled labor! 





Dealerships are still available in certain areas. 
For complete information, write Dept. B-13. 


FINEST BROMES 
SINCE 1936 


a rras$5 SU nwvuUsLON C 


of Gunnison 


UNITED STATES STEEL Cy CORPORATION SUBSIDIARY 


Coronado and CHAMPION Homes 


“Gunnison,” “Coronado” and Champion’ —T.M. Gunnison Homes, Inc, 





